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What Is a Depression? 


We hear a great deal in these days about a “depres- 
sion,” and because business is our common god, we 
naturally associate the word with business. 


Just what does it mean? 


The word “depression” means the act of pressing 
or forcing down: hence lowered or sunk, and therefore 
dispirited, dejected, etc. In medicine, it means the state 
of being subnormal. In business, the state of lessening 
the activity or amount. In whatever sense the word is 
used, therefore, it indicates a “‘state of.” In the instant 
case, it is a state of MIND. We are dejected and dis- 
pirited. 


What has this “depression” done to Life Insurance? 


It has fostered lapsation and surrender; it has made 
for more policy loans; it has probably increased mor- 
tality; and it certainly has affected the writing of new 
business; but, on the other hand, 


IT HAS GIVEN TO THE PUBLIC A 
FULLER, CLEARER CONCEPT OF THE MAR- 
VELOUS POSSIBILITIES OF LIFE INSUR- 
ANCE AS A COMPLETE COVERAGE FOR ALL 
PROTECTION; AND THEREFORE, 


IT HAS BEEN THE MEANS OF GIVING TO 
LIFE INSURANCE THE GREATEST ADVER.- 
TISEMENT IT HAS EVER HAD. 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


Milwaukee, Wisconsin 
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Actuaries Clash 
Over A. M. Table 


Subject Provokes Lively Discus- 
sion at American Institute 
Meeting 


VIEWS ARE CONFLICTING 


Foes Fear Quitting American Experi- 
ence Would Cause Lower Premiums 
at Time When Revenue Needed 


Opinion clashed at the mid-year meet- 
ing of the American Institute of Actu- 
aries in Chicago in the discussion of the 
American Men table. 

|. A. Budinger, Kansas City Life, led 
off by saying that as the rate of mortal- 
ity declines, the rate of sickness in- 
creases. Therefore, he said, it is doubt- 
ful wisdom to seek approval of a table 
which would deprive the companies of 
the margin of mortality saving, which 
is now absorbed to a great extent in 
disability losses. mM . 

F. S. Withington, Midland Life of 
Kansas City, declared that the only pur- 
pose of the American Men table is to 
provide a basis for more equitable dis- 
tribution of dividends and as a basis of 
comparison. It gives inadequate pre- 
miums, he said. 

Ne Mortality Improvement 

There has been no improvement in 
mortality in recent years or in the cur- 
rent year, Mr. Withington declared. 
There has been a great shrinkage in the 
market value of securities and a great 


increase in the lapse rate. Accordingly, 


it was his conclusion that this is a bad 
time to lower the existing standards of 
mortality. Every penny, he said, is 
needed to meet the waste in lapsation 
and the heavy expenses. Companies are 
sacrificing securities to meet their cash 
demands, 

If the table is generally permissible, 
Mr. Withington said, the door would be 
open to ruinous competition. This 
would be true whether general business 
conditions were favorable or unfavor- 
able, he said. 

The American Experience table, ac- 
cording to Mr. Withington, can be per- 
fected and should be adopted in all 
States as the minimum basis for pre- 
mium and reserve. 


Lincoln National Viewpoint 


W. A. Jenkins, Lincoln National, read 
a paper on the subject prepared by Ron- 
ald Stagg of the Lincoln National. He 
first divided the states according to 
whether they permit use of the Ameri- 
can Men table. He said the Lincoln 
National has adopted the American Men 
table on certain types of policies in 
States where it is permissible. Few com- 
panies, he declared, are interested in the 
table, and progress in its adoption has 
been slow. He advocated concerted ac- 
tion of the companies to bring about its 
general use. 


(CONTINUED ON PAGE 13) 





Disability Is Live Issue 
at Meeting of Actuaries 





The American Institute of Actuaries 
at its mid-year meeting in Chicago de- 
voted more time to a discussion of dis- 
ability than to any other topic on the 
program, 

Arthur Coburn, North American Re- 
assurance, was the first contributor to 
the discussion, Companies writing in- 
come disability should acquaint them- 
selves with accident and health under- 
writing principles, he said. Disability is 
really an accident and health coverage 
which calls for special underwriting and 
management at the home office. 

Mr. Coburn said that the length of 
the presumption period is of little mo- 
ment. He made the assertion that a 
change from a four to a six months ba- 
sis would not reduce the claim cost 
more than 7 percent. Cutting the bene- 
fits from $10 to $5, he declared, is going 
too far. It would work a hardship on 
the assured if the income clause is de- 
sired, 

What Coburn Favors 


Some companies, he pointed out, pro- 
pose to pay $10 monthly benefits for 


not more than six years and three 
months. The total amount that would 
be paid under the disability clause 


would not be more than $750 for each 
$1,000 of insarance. Mr. Coburn advo- 
cates $10 per thousand per month for 
the first two years, the benefits to be 
reduced thereafter to $5. The practice 
of reducing accident and health claim 
payments is old, having been used in 
Great Britain for years, he said. 

In the underwriting, Mr. Coburn said 
that more attention must be paid to 
race. The companies should determine 
what peoples have developed excess dis- 
ability claim ratios. Race, he pointed 
out, has sometimes a bearing on char- 
acter. 

Competition should not be permitted 
to govern the underwriting. At the 
present time, he said, companies may 
make a decision uninfluenced by com- 
petition. Mr. Coburn’s conclusion was 
that properly conducted, disability can 
be written with profit. 

R. C. McCankie, Equitable of Iowa, 
reviewed his company’s record, show- 
ing that it has not been unsatisfactory. 
“On our experience,” he said, “it would 
seem advisable to continue the income 
disability, but because of the danger of 
selection against us with so many com- 
panies withdrawing from the field, we 
will introduce certain restrictions.” 


Specifies Restrictions 


Among the restrictions will be a re- 
duction in benefits to $5, he said. In- 
come disability will not be issued after 
age 50 and waiver of premium will not 
be issued after age 55. Disability must 
occur before age 55 for the assured to 
collect under the income clause and be- 
fore age 60 to collect under the waiver 
of premium. 

The Equitable of Iowa will not par- 
ticipate in income disability where the 
aggregate monthly disability benefit and 
non-cancellable accident and _ health 
benefits of the assured are more than 
$500. The cost of a man’s insurance 
should not be more than 20 percent of 
his income. Mr. McCankie declared 


that the $5 limit will be a safeguard in 
the case of farmers and other people 
buying smaller amounts. Also wider 
use of some confidential financial report 
will be made. He said that the prob- 
lem is one of underwriting. 

C. H. Beckett, State Life of Indiana, 
quoted some of the criticism that has 
been made of disability as far back as 
1906 during the annual session of the 
American Life Convention at Cincinnati 
Veteran officials at that time, he said, 
appeared to sense much of what has 
transpired. 

Causes Are Not New 


Mr. Beckett pointed out that the 
causes of the heavy losses under income 
disability are not new. Panics are not 
new and are likely to arise several times 
within the life of the ordinary policy. 
He said that panics do not cause the 
damage but reveal the damage that has 
already been done. 

Dishonesty is nothing new. There 
has been no fundamental change in hu- 
man nature. Competition is not new. 

Mr. Beckett said that the income 
clause and waiver of premium is the 
same thing except in degree. He said 
he can't agree that one is all right and 
the other is all wrong. There might 
be some incentive, he declared, to es- 
tablish disability to get out of paying 


large premiums under the waiver 
clause. 
F. S. Withington, Midland Life of 


Kansas City, said that he had never be- 
lieved in adding disability benefits. In 
October, 1929, his company discontinued 
disability and he said that no unfavor- 
able results had been experienced. Dis- 
ability is not needed as an inducement 
to buy life insurance, he said. It should 
be handled only by casualty companies. 

Something is to be said for waiver 
of premium, he declared, but the rates 
are too liberal. 

Views of C. 0. Shepherd 


C. OQ. Shepherd, Missouri State Life, 
said that disability is valuable to the 
public. It is the most satisfactory form 
of accident and health insurance. There 
are many honest and deserving people 
who need it. 

Every one, he said, is searching for 
a commodity for which there is a real 

(CONTINUED ON PAGE 11) 








Companies Will Swap 
Squeaks for Squawks 


At the Philadelphia companies’ 
night dinner meeting of the Phila- 
delphia Association of Life Under- 
writers, Louis Paret, president, 
remarked that one advantage of 
having the company officials pres- 
ent was that they could take the 
squeaks out of the business. 
Whereupon, John A. Stevenson, 
vice-president Penn Mutual, re- 
marked that the companies would 
guarantee to do that “if you'll 
take the squawks out of it.” 

















Voting Trust for 
Missouri State 


Outstanding Bankers Selected to 
Control Management for 
Seven Years 


MOVE OPPOSED BY FELSS 


Plan to 
Stockholders—Guaranty Against 


Chairman Nims Announces 
Speculation, Stock Pyramiding 


ST. LOUIS, Nov. 12.—The 
State Life may be controlled by a vot- 


Missouri 


ing trust agreement, which, its sponsors 


claim, will stabilize and strengthen its 


financial position and remove it from the 
field of speculation and stock pyramid- 
ing. 


E. D. Nims, chairman beard of di- 
rectors, in a letter to stockholders ex- 
plaining the voting trust, invited them 


to deposit their stock under the terms 
of the agreement with the St. Louis 
Union Trust Company, which has been 
named depository for the trust certifi- 
cates and agent for the voting trustees. 


Outstanding Men Selected 


The four voting trustees who have 
been invited to serve with Mr, Nims in 
that capacity are among the outstand- 
ing financial leaders of the country. 
They are Frank O. Watts, chairman of 
the board, First National Bank of St. 
Louis; James R. Leavell, president, 
Continental Illinois Bank & Trust Com- 
pany, Chicago; Frank K. Houston, first 
vice-president, Chemical Bank & Trust 
Company, New York City, and Paul M. 
Davis, president American National 
Bank of Nashville, Tenn, All of these 
men are outstanding in the field of bank- 
ing and have had considerable experi- 
ence in insurance, investment and finan- 
cial management. 

The voting trust will extend to Nov 
1, 1938. The trustees will serve with- 
out personal compensation and the ac- 
tual expenses of the trust are to be 
negligible. Stockholders who join in 
the agreement are entitled to receive a 
certificate or certificates for the number 
of shares so deposited and they will also 
receive from time to time payment 
equal to the cash dividends collected 
by the trustees from the insurance com- 
pany. 

Given Right to Vote Stock 


Stockholders who join the agreement 
will give the trustees the right to vote 
their stock at company meetings and 
to consent to any corporate act. This 
provision is to solidify the control of the 
company during the next seven years 
and to prevent the company falling into 
the hands of stock speculators. 

Mr. Nims points out that for some 
months it has been quite evident to 
those in close touch with affairs that 
there was need for the holders of a ma- 
jority of the stock adopting some such 
plan which would assure concerted ac- 

(CONTINUED ON PAGE 12) 
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Death pe President Burnet Is 
a Great Shock to Fraternity 





WAS MAN OF GREAT ABILITY 





Stricken With Heart Attack and Was 
Carried Off in the Bloom 
of Life 





The life insurance fraternity was 
shocked to receive the news that Presi- 
dent Philip Burnet of the Continental 
American Life died suddenly from a 
heart attack Tuesday morning. Presi- 
dent Burnet had recently been at the 
meeting of the Life Insurance Sales Re- 


search Bureau and the Association of 
Life Agency Officers in Chicago and 
took a very active part in the delib- 
erations. Mr. Burnet was regarded as 
one of the outstanding figures among 
the medium sized companies. He had 
built his organization up from scratch 


and had made a really remarkable rec- 
ord. . 
Start in Mutual Life 


He was a native of Delaware, having 
been born at Dover, Dec. 21, 1878. He 
started his insurance career as a clerk 
in the Wilmington, Del., agency of the 
Mutual Life of New York and later be- 
came manager for the National Life of 
Vermont at Wilmington. In 1907 he 
founded the Continental Life at Wiil- 
mington and later its name was changed 
to the Continental American. He was 
its chief executive since its organization. 
Mr. Burnet was a real student of the 


business, was progressive and his ca- 
reer was a most creditable one. His 
company was a great credit to its 
founder. 


Was Entering Hospital 


For the last two weeks Mr. Burnet 
had not been feeling well and he went 
to Baltimore Monday with the inten- 
tion of entering Johns Hopkins hos- 
pital for a physical examination. He 
was stricken with a heart attack in his 
room at the hotel about 1 a. m. He 
summoned hotel attendants and was 
rushed to the hospital where he died 
about three hours later. Mr. Burnet 
was 53 years old. He was the origi- 
nator of the family income policy, which 
in various forms has been adopted by 
a large nuumber of companies. 

Funeral services were at Mr. Burnet’s 
heme, New Castle, Del., Thursday 
afternoon. The committee represent- 
ing the Life Presidents Association at 
the funeral included President J. A. 
Fulton, Home Life of New York: 
President M. A. Linton, Provident 
Mutual Life; President William Mont- 
gomery, Acacia Mutual Life, and V. P 
Whitsitt, general counsel of the as 
sociation. 


State Mutual Agents Are 
to Meet in South Jan. 26-28 


The 
agents’ 


State Mutual will hold _ its 
convention Jan. 26-28 at Edge- 
water Park, Miss. This will be the 
24th meeting of the general agents’ 
association and the 44th meeting of the 
agency club, and will be the first na- 
tion-wide meeting of the State Mutual 
since June 1930, when qualification re- 
quirements were changed. The quali- 
fication period for the 1932 convention 
closed Oct. 31. A new requirement 
was added, all business written during 
the 19 months’ period must have been 
in force Oct. 31. 

Plans call for instructive and_ in- 
spirational programs for both meetings. 
A new feature will be round table dis- 
cussions on subjects of current im- 
portance. The general! agents will meet 
a day prior to the joint gathering for 
an intensive study of present day trends 
in successful agency management. The 
joint sessions will be devoted ex- 


clusively to problems of agents. 





Continental American 
Executive Expires 








PHILIP BURNET 


Philip Burnet, president of the Con- 
tinental American Life of Wilmington, 
Del., one of the outstanding figures in 
life ‘insurance, a man held in high es- 
teem, one greatly admired, died sud- 
denly this week at the very acme of his 
brilliant career. 








Moral Courage Needed Today 


Difficulties of Times Should Be Faced 
Squarely J., E. Bragg Tells New 
York Association 








NEW YORK, Nov. 12.— Business 
today needs the same kind of moral 
courage that was needed during the 
war, Director J. E. Bragg of the life 
insurance training course of New York 
University told members of the New 
York City Life Underwriters’ Associa- 
tion at their meeting this evening. 

“I don’t think it helps a man to deny 
the fact that these are difficult times,” 
Mr. Bragg said. “It is much better to 
look difficulties squarely in the face, to 
make up our minds that we have to 
have enough courage to meet them and 
get enough poise and self-control in 


spite of obstacles to improve our 
methods and sharpen up our selling 
technique, for in addition to moral 


courage we need better selling tech- 
nique. 

“Life insurance is not a thing which 
is instinctively wanted by everybody. 
The prospect has to be shown that he 
needs it, that he can use it profitably in 
his scheme of life or that it enables 
him to guarantee the fulfillment of some 
purpose which forms the basis of a 
dominant motive in his life—in other 
words that it guarantees that what he 
wants to do will be done.” 

He developed the idea that sales talks 
must be put in terms of life as the pros- 
pect feels it, as contrasted with the 
old-fashioned “policy” talk, that the 
agent must organize these sales appeals 
carefully in advance for each case to 
the end that he makes the most effec- 
tive use of them. 

He took up a number of objections 
which have become popular during the 
present depression and suggested ways 
oft overcoming them. 

The other speaker was John Morrell 
of the Equitable Life of New York in 
Chicago, who talked on “Hedging 
Against Life’s Uncertainties.” 


Regional Schools Scheduled 


The Bankers Life of Iowa will hold 
a school of instruction in life insurance 
salesmanship for Pacific Coast agents 
in Los Angeles Jan. 13-14. Similar 
regional schools will be held at Cleve- 








land Jan. 5-6, and at Omaha Jan. 8-9. 





Little Takes Far Sighted 


View of Investment Field 





FINDS CHEERFUL FEATURES 





Farm Land Not Dead Weight, Pruden- 
tial Man Says in Presidential Talk 
to Actuaries 


In that he termed certain situations 
in the life insurance assessment field 
serious but not potentially disastrous, 
the remarks of James F. Little of the 
Prudential before the mid-year meeting 
in Chicago of the American Institute of 
Actuaries, of which he is president, were 
optimistic. 

Mr. Little pointed out, for instance, 
that farm property does not constitute 
so much of a dead weight that it will 
be a total loss. The population is in- 
creasing and the world could not be ac- 
commodated if any substantial amount 
of farm land were taken out of cultiva- 
tion. 

Furthermore, Mr. Little declared that 
the depression so far has not resulted 
in very many defaults in bonds. Al- 
though earnings have been substantially 
reduced, so has overhead and there is 
a comfortable margin between the ex- 
isting situation and the necessity for de- 
faulting in interest. 


Bond Movement Noted 


Mr. Little said that early this year 
many life insurance companies doubted 
whether bounds were worth the then 
market price and the sale of bonds was 
reduced. Then a panicky mood devel- 
oped and investors became afraid of 
bonds. In recent months, he said, bonds 
have fallen again and life insurance in- 
vestment in them has again increased. 

Even if the depression continues for 
several years, Mr. Little predicted that 
many firms could continue to pay in- 
terest on their bonds. 

Real estate mortgages, he declared, 
have inevitably been affected. 

Farm loans suffer when the farmers 
suffer and even before the stock mar- 
ket crash they had created a problem, 
Mr. Little said. Because of the low 
price for products, the cost of cultiva- 
tion was not covered in some sections 
and in others the margin was unsatis- 
factorily small. 

Mr. Little declared that the less effi- 
cient farms—those with the heaviest in- 
debtedness—were the first to go under 
and many farms went into the posses- 
sion of life insurance companies. 


Cheerful Side Is Told 


If loans are within present values, 
Mr. Little pointed out, there is no diffi- 
culty in disposing of the property for 
cash. He estimated that from 25 to 50 
percent of the foreclosures are disposed 
of in a short time. 

If values are less than the loan, Mr. 
Little said that attention must be given 
to keeping the farm under cultivation. 
The company gets little rental but the 
farm is kept up and its value as a going 
concern is maintained. 

There are those who say now, Mr. 
Little declared, that a farm which was 
valued a few years ago at $60 an acre, 
on which a loan of $30 an acre was 
made, and which is now worth $15, was 
valued too high. He asked whether the 
$15 is not too low. He pointed out that 
in times of prosperity, there is a tend- 
ency to overestimate and in time of ad- 
versity the tendency is to underestimate. 


Farms Will Be Wanted 


It is inevitable, he said, that farms 
will be wanted in due course, The 
country can’t get along with two-thirds, 
for instance, of its present farms. The 
tendency will be for farming to grow 
slowly but to grow surely as population 
increases. Although there will be losses 
to life insurance, the losses will not be 
disastrous, he said. 

There is also a problem as to city 
loans. It is now harder for the leader 
to place money in mortgages and harder 





New York Life Installing 
a Disability Claim System 





PUTTING ON FULL TIME MEN 





Proposes to Follow a Very Efficient ang 
Systematic Course in Settling 
These Losses 





NEW YORK, Nov. 12.—The New 
York Life has recently installed a sys- 
tem of supervising and investigating its 
disability claims so that they can be 
handled economically and efficiently by 
a group of full-time men rather thay 
by having local correspondents in the 
communities where claims exist. 


At the home office are large and small 
maps with different colored pins on 
them, Each of these pins represents a 


disability claim and the color indicates 
the amount. The company has started 
19 investigators from as many district 
offices, giving each instructions to look 
into each claim on his route which in- 
volves $100 a month or more. Before 
leaving on his tour the investigator has 
the opportunity of seeing the files and 
any correspondence relating to the 
claims in his territory. 


Surveys Four Times a Year 


The plan is to make these surveys 
four times a year and ultimately to syn- 
chronize the approval of claims for the 
continuance of disability benefits to the 
approximate date that survey reports 
are due at the home office. 

The plan has already been tried out 
successtully on an experimental scale 
and the cost has proved reasonable. The 
same idea is to be applied to the larger 
cities, and has already been tried here 
in New York. The five boroughs of the 
city have been divided into smaller areas, 
each about half a mile square. This al- 
lows the investigator to investigate all 
claims in one division at one time and 
it is believed that this also will result 
in a considerable saving. 

By having the entire country mapped 
out it is possible for the company to 
have its representatives see the greatest 
number of claimants with the least pos- 
sible traveling and consequently greatly 
increases their efficiency. Investigators 
will also reach those having claims of 
less than $100 a month, but less fre- 
quently than the larger cases. 











for the borrower to get money, he said. 
This is because the lender is more con- 
servative in depressed times and the 
difference between the lender’s and the 
borrower’s value has widened. 

Loans on city property have not been 
foreclosed to the extent that they have 
on farm property, he said. If business 
progresses, property will be needed. A 
big reduction cannot be made in the 
amount of property used in the conduct 
of the business of the nation. 

Mr. Little expressed the opinion that 
it is desirable to have further restric- 
tions even as to the amount of preferred 
stock that a life insurance company may 
invest in. 

The increase in policy loans is not 
altogether an evil, Mr. Little said, In- 
surance values have provided an abso- 
lute security and although the hypothe- 
cation of policies is to be deplored be- 
cause that means surrender, the invest- 
eased 


ment situation is temporarily 
thereby. 
Judea Changes Title 
The Judea Life of New York, with 
the approval of stockholders and the 


New York department, has decided to 
change its title to the Eastern Life. 
The new name will be officially in use 
on Jan. 1. It is explained that the name 
has been selected to enable the com- 
pany to extend its activities over 4 
wider field. 
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Mutual Benefit 
Retaining Clause 


Additional Companies Discontinue 
or Modify Disability In- 
come Benefit 


EXECUTIVES GIVE VIEWS 


Roster of Companies Retrenching on 
Feature Continues to Increase 
Steadily This Week 


The tide of retrenchment on disability 
continued to roll in this week as com- 
either 


pany after company announced 


discontinuance of the disability income 


clause or radical restrictions and far 
more careful underwriting. 
Three companies are withdrawing 


from the income clause, the companies 
and effective dates being: Guarantee 
Mutual, Omaha, effective immediately; 
Union Mutual, Portland, Me., Dec. 1; 
State National, St. Louis, effective im- 
mediately. The Minesota Mutual, Presi- 
dent T. A. Phillips says, will discontinue 
the present clause on or before Jan. i, 
but decision as to the full course of ac- 
tion has not been made. 


Other Changes Are Made 


The Lincoln National of Ft. Wayne, 
Ind.. has made changes effective Nov. 
15, in disability income and waiver, dou- 
ble indemnity and double indemnity 
with dismemberment. 

President M. A. Linton of the Provi- 
dent Mutual notifies the field force that 
“except for a few changes in underwrit 
ing practice, effective Nov. 15, we con- 
template retaining our present disability 
clause for a few months after the first 
of the year.” 

A notable contribution this week was 
the statement of John S. Thompson, 
vice-president and mathematician of the 
Mutual Benefit, whose unusual clause 
has been the subject of much contro- 
versy. He said that if it should develop 
that disability business of other compa- 
nies is being diverted to the company it 
also may be compelled to restrict the 
coverage and take measures to protect 
itself, 

Mutual Benefit Viewpoint 


Mr. Thompson said, “Losses in sur- 
plus as a result of disability operations 
of the companies doing business in the 
state of New York amounted to over 
$45,000,000 during 1930 and it is cur- 
rently reported that disability claims 
have continued during 1931 at a rate at 
least as high as during 1930. This situ- 
ation has suggested the most careful 
and critical reconsideration of the dis- 
ability business and it is probable that 
a severe contraction in disability cover- 
ae to be issued in conection with life 
policies will take place within the next 
year, 

“Some companies have already an- 
nounced that beginning Jan. 1, 1932, or 
even earlier, disability provisions will be 
limited to waiver of premium only, and 
practically all companies which now 
contemplate a continuance of the income 
benefit will probably restrict it along 
lines such as the following: 


Suggests Limitations 


(1) Amount of monthly income, $5 in- 
stead of $10 per $1,000 of insurance; (2) 
Waiting period six months or longer in- 
Stead of four months; (3) Monthly in- 
come limited in duration so as not to 
run beyond, say, age 65; (4) Coverage to 
age 55 instead of to age 60; (5) Limit- 
ing age at issue, 50 instead of 55; (6) In- 

(CONTINUED ON PAGE 9) 
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Agent Declares Companies 
Have Dodéged Disability 





THE NATIONAL UNDERWRITER has re- 
ceived a very interesting letter from S. D. 
Einsteen of Vineland, N. J., an agent of 
the New York Life, in discussing the dis- 
ability situation. Mr. Einsteen seems to 
feel that THE NATIONAL UNDERWRITER has 
been biased in its handling of the disabil- 
ity question. This paper, however, has 
only presented the views of company offi- 
cials and men in the field. It certainly 
was in no position to take any sides with 
any company or group of companies. Mr. 
Einsteen, after criticizing THe NATIONAL 
UNDERWRITER for being what he claims to 


be biased, says: 
“My own attitude in the matter is 
that life insurance companies are dis- 


continuing a coverage which rightfully 
belongs in a life policy. Had they not 
blundered in the methods used in issu- 
ing the disability coverage, they would 
not be meeting the losses they are now 
sustaining. I believe that this coverage 
can be continued on the old basis if just 
ordinary care is used before same is 
issued. 

“Life insurance is due for the greatest 
setback in volume it has yet experienced, 
since the start of the depression, mainly 
due to the removal of this coverage. I 
express myself this way not from the 
standpoint of being a pessimist, because 


Siiediies Man Found Shot; 
Insured for Over Million 


MILWAUKEE, Nov. 12.—No defi- 
nite pronouncement has yet been made 
on the manner of death of Phil A. 
Koehring, president National Equipment 
Company, Milwaukee, who was found 
shot dead about 100 yards off a highway 
at Mauston, Wis., seated in his auto- 
mobile and with a bullet in his head. 
Insurance on Mr. Koehring’s life is said 
to be in excess of $1,000,000, about 
$500,000 of which is business insurance. 
The questions as to whether Mr. Koehr- 
ing’s death was due to murder, suicide, 
or accident have an important bearing 
on the case, and life insurance com- 





panies do not want to say what their | 


liability is in the matter because of the 
questions involved, and because the 
sums might be misleading. Since much 
of Mr. Koehring’s insurance was taken 
out during the last year, the manner ot 
his death is extremely important. In- 
vestigators for insurance companies are 
at work digging up evidence in the case 


May Merge Wisconsin Societies 


MADISON, WIS., Nov. 12.—The or- 
ganization of one large fraternal insur- 
ance association to absorb the largest 
of the Wisconsin mutual benefit organ- 
izations being discussed with Commis- 
sioner H. J. Mortensen as a solution for 
the mutual benefit society situation, 

In event this plan is carried out some 


of the smaller societies will resolve 
themselves into associations paying 
benefits of less than $300, which ex- 


empts them from the conclusions of the 
opinion of the attorney-general that the 
mutual benefit associations paying over 
$300 in benefits are subject to the regu- 
lations imposed by the insurance laws. 


Loses Tax Refund Suit 


The United States court of claims has 
dismissed a petition of the New Eng- 
land Mutual Life for a refund of $211,619 
and interest for over-payment of income 
tax for 1921-23, based on the decision 
of the United States Supreme Court in 
National Life vs. United States. 

A general allegation that all taxes 
erroneously collected should be _ re- 
funded was deemed insufficient to con- 
stitute a basis for later claims follow- 
ing the decision in the National Life 
case. 








last year was my largest in the 10 years 
I have been in the business, paying for 
over $600,000 of new business. There 
was no term insurance in this amount. 
“Life insurance has taken a step back- 
wards Our companies plainly admit 
that they are not capable of solving the 
problem and not being able to solve it 
they will remove the coverage. They 
are wrong in my opinion. One reason 
I have already given. The other is that 
the depression has brought about an 
abnormal situation, which will right it- 
self as soon as normal times come back. 
If disability was profitable for the 15 or 
more years past, surely it will be profit- 
able again. Several millions a year loss 
now can either be absorbed by our good 
sound companies or assist against those 
policyholders who have the disability 
coverage. My company is doing this 
and my policyholders are satisfied. 
“The pendulum swung too far in liber- 
ality on this coverage and now this 
same pendulum is swinging too far the 
other way on severity of the coverage 
or its removal altogether. I am dis- 
appointed. I expected far more of our 
institutions of life insurance. The offi- 
cials are capable of working out a far 
better solution to this important ques- 
tion than has been done. They have 
sidestepped the issue, not solved it.” 


Triggs Elected President 
of Twin Cities C. L. U. Group 


Organization of the Twin Cities 
chapter of C. L. U. got well under way 
at a joint meeting, constitution and by- 
laws being adopted. Leon A. Triggs, 
general agent Berkshire Life at Min- 
neapolis and Chicago, a member of the 
first C. L. U. class in this country, 
was elected president; M. C. Coonan, 
Northwestern Mutual, St. Paul, vice- 
president, and Louis Gros, Prudential, 
Minneapolis, secretary-treasurer. 

A larger joint meeting will be held 
Dec. 1, sponsored by the new chapter 
and the Minneapolis and St. Paul life 
underwriters associations, the purpose 
being to stimulate interest in the degree 
and C. }. work. Arrangement has 
been made with the University of Min- 
nesota to offer courses which will assist 
in passing the C. L. U. examinations. 





Twenty Grand’s_ Trainer 
Leaves $100,000 to Family 


Much interest was aroused last 
spring when $100,000 in life insur- 
ance was sold to James G. Rowe, 
Jr., trainer of the famous race 
horse “Twenty Grand.” Recently 
Mr. Rowe died, showing the wis- 
dom of his creating a substantial 
insurance estate. 

M. J. Donnelly, Newcastle, Pa., 
of the Edwards A. Woods agency 
of the Equitable Life of New York 
at Pittsburgh, wrote the policies. 
At the million dollar round table 
of the National Association of 
Life Underwriters in Pittsburgh 
last September, Mr. Donnelly told 
how he placed the huge policy. 
He had walked up from the pad- 
dock on the day “Twenty Grand” 
won the Belmont race, and as he 
walked along he said to himself: 
“How in the deuce can I get this 
case over?” 

“Jimmy,” Mr. Donnelly said, 
“how about twenty grand for Mrs. 
Rowe?” Mr. Rowe consented and 
the next day Mr. Donnelly had 
him examined. A short time later 
Mr. Donnelly sold Mr. Rowe four 
more “twenty grand” policies to 
protect his four babies. 





Actuaries Analyze 
Mortality Trends 


Depression, to Control 
Anti-Selection Blamed for Poor 


Record 


Failure 


REFORM IS ADVOCATED 


Paradox of Low General Death Rate, 
High Mortality of Companies Writ- 
ing Ordinary, Explained 


The mortality discussion at the mid- 
year meeting of the American Institute 
of Actuaries about the seem- 
ingly paradoxical circumstance that al- 
though the rate of the nation 
shows improvement through a period of 
depression, the mortality rate of com- 
panies writing ordinary life insurance is 
higher. 


centered 


death 


F. B. Mead, Lincoln National, quoted 
surveys, showing that the mortality 
curve of the general population paral- 
lels the curve of business. The experi- 
ence of the Metropolitan paralleled the 
curve of mortality of the general popu- 
lation, but the mortality experience of 
life insurance companies writing ordi- 
nary life goes up with depression, at 
least in their earlier phases, 

In the present depression the heavy 
mortality of companies writing ordi- 
nary life, according to Mr. Mead, is due 
to suicides and accidents which have all 
the ear marks of suicides. Another 
cause has been, he said, that companies 
have been too liberal in their selection, 
particularly as to large risks. 


Truer Eye Is Needed 


While the mortality attributable to 
the depression is letting up, there will 


be a continuance of higher mortality 
until selection can be treated with a 
truer eye, Mr. Mead predicted. 

The large increase in life insurance 
sales in the past few years, Mr. Mead 
said, has been due in great part to the 
clever work of agents and brokers in 


securing oOver-insurance for risks with 
blemishes. Companies have fallen ready 
prey to the devices of these producers 
he said. Control of underwriting should 
be kept in the companies’ own offices 
and not in the sales forces. 

Examiners heretofore, he said, have 
been really the employes of the agent 
and have been trained very little by the 
medical department. Competent exam- 
iners who will follow instructions must 
be selected. Che medical department 
should become personally acquainted 
with examiners and train them. 


Che medical departments have be- 
come indolent, he said, and have tried 
to handle the force of examiners “with 


a mighty gesture from a distance.” 


Views of C. 0. Shepherd 


C. O. Shepherd, Missouri State Life, 
said that the companies are suffering 
from an inability to control anti-selec- 
tion. General vitality has not been 
sapped; new diseases have not devel- 
oped and susceptibility to disease is no 
greater. 

Conditions in the life insurance busi- 
ness and in medicine make selection a 
different problem from what is was 15 
years ago, he said. There is a better 
popular understanding of medical things 
and the assured takes advantage of that 
knowledge. 

The companies have been too lenient 
where there is a record of blood pres- 
sure in the past. That record is often 
overlooked when two or three good cur- 
rent readings can be had. More weight 











(CONTINUED ON PAGE 10) 
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GOOD SHIPS: Only ‘‘stormy weather” really tests 
the safety of ships and financial institutions. Well- 
managed life insurance companies have come through 
every ‘‘storm’’—every test—safe and staunch. For ex- 
ample, for 86 years, since it was founded in 1845, New 
York Life has weathered all Wars, Epidemics and 
Financial Crises:—The Mexican, Civil, Spanish-Amer- 
ican, and World Wars;—The scourges of yellow fever, 
cholera and influenza;—The panics and depressions of 
1857, 1861, 1865, of the 70’s, of 1884, 1893, 1896, 1903, 
1907, 1914, 1920-21 and 1929-1931. In all these years 
New York Life has never failed to meet an obligation. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 
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Kansas City for American 
Institute of Actuaries, 1932 





REYNOLDS GIVES INVITATION 





Mid-Year Meeting in Chicago Well 
Attended—Discussions Interesting— 
Little in Chair 





The next annual meeting of the Amer- 
ican Institute of Actuaries is to be held 
in Kansas City, Mo., June 2-3, 1932. 
President J. B. Rey nolds of the Kansas 
City Life extended the invitation, which 
was accepted by the board of governors 
of the Institute during the mid-year 
meeting in Chicago last week. It will 
be the first time Kansas City has been 
host to the actuaries. 

The Chicago meeting was well at- 
tended and subjects of popular interest 
were discussed in helpful fashion. 

James F. Little of the Prudential, who 
is president of the institute, exhibited 
genius as a presiding officer. He started 
the meeting with interesting observa- 
tions upon investment trends and con- 
cluded each topic with a summary, 
which pointed up the discussion. 


Sessions Are Businesslike 


Sessions of the Institute were busi- 
nesslike. Mr. Little started the sessions 
on time; there were no preliminary cere- 
monials and the subjects were ap- 
proached directly. 

After Mr. Little had made his open- 
ing remarks, W. H. McBride of the Na- 
tional Life & Accident of Nashville, 
gave a summary of his formal paper 
“Disability Claims (Select and Ulti- 
mate) as a Particular Case in a Gen- 
eral Method of Valuation for Diverse 
Contract.” 

Then a paper, “Fundamentals of Life 
Insurance Law,” which had been pre- 
pared by A. F. Schwartz of the Penn 
Mutual, was summarized by J. P. Fal- 
lon of the Penn Mutual. Mr. Schwartz’ 
paper gave the fundamentals of law in 
the most general form, which should 
provide a good background for those ac- 
tuaries who have a sketchy notion of 
the legal side of the business and should 
stimulate further reading. Walter 
Menge of the University of Michigan 
turned in a criticism of the abstruse 
mathemat'cal research which Professor 
J. F. Reilly of the University of Iowa 
has been conducting. W. A. Jenkins of 
the Lincoln National also handed in a 
discussion on this paper. 

Conservation Discussion 


There was a discussion of the paper 
on conservation, which was presented 
at the last meeting by P. C. Irwin of 
the Equitable of Iowa. This discussion 
is treated at some length in another col- 
umn. 

After the formal papers had been dis- 

posed of, there was provocative discus- 
sion on the American Men table, fol- 
lowed by a disability session. 

Other discussions were on company 
practices as to rewriting policies and 
treatment of insurance against which 
heavy loans are outstanding; the under- 
writing question as it is related to the 
medical impairment study as to blood 
pressure and heart murmurs, and mor- 
tality. 

The Life & Casualty of Tennessee has 
been admitted as a contributing mem- 
ber of the institute since the last meet- 
ing. 

Among those contributing to the dis- 
cussion of underwriting as related to 
the medical impairment study of high 
blood pressure and heart murmurs, were 
R. C. McCankie, Equitable of Iowa; 
Miss A. M. Lyle, Missouri State Life; 
W. A. Jenkins, Lincoln National, who 
read a paper prepared by Cecil F. Cross, 
American Life of Detroit; John Larus, 
Phoenix Mutual, and James F. Little, 
Prudential. 


Simon's “Business Insurance” is pri- 
marily a field man’s book on how to sell 
business insurance. Order from The Na- 
tional Underwriter. $3.00. 





Quarterly Premium People 
Gradually Getting Together 





AGREE ON UNIFORM PRACTICES 





Companies Endeavor to Cut Down De. 
structive Competition in Accident 
and Health Insurance 





DES MOINES, Nev. 12.—A meeting 
of ten of the leading so-called quarterly 
premium accident and health companies 
was held here this week to discuss yni- 
formity and standardization as to under- 
writing practices with the view of cut- 
ting down waste. W. T. Grant, presj- 
dent Business Men’s Assurance, | presided 
at the conference; Harold Gordon, ex- 
ecutive secretary Health & Accident 
Underwriters Conference, was secretary, 
The companies represented were the 
Great Northern Life, Business Men's 
Assurance, Abraham Lincoln Life, Great 
Western of Des Moines, Interstate 
Business Men’s of Des Moines, Mutual 
Benefit Health & Accident of Omaha, 
American Bankers Life, Fidelity Health 
& Accident of Benton Harbor, Mich, 
National Travelers Casualty of Des 
Moines and Federal Life. 


Some Agreements Reached 


So far as health insurance is con- 
cerned it was decided to charge a level 
rate if a policy was taken out before age 
50 with a 12% percent increase after 
age 50. From age 56 there is to bea 
10 percent reduction in benefits for the 
next five years and 5 percent for the 
following 10 years. This applies to 
pending claims as well as those con- 
tracted after the change. For accident 
insurance there is to be a level rate to 
age 60 and a 10 percent reduction in 
benefits each year thereafter. It was de- 
cided to agree to the 20-day limit before 
accident benefits are paid. That is, the 
injury must manifest itself before the 
20 days are up. 

The companies decided not to write 
any health insurance that does not re- 
quire house confinement for more than 
12 months. No partial health benefit is 
to be paid. 


Skillful in Chair 














JAMES F, LITTLE 


James F. Little, vice-president and as- 
sociate actuary of the Prudential, has 
won the admiration of members of the 
American Institute of Actuaries for his 
skill, as president, in conducting ses- 
sions of that organization. At the mid- 
year meeting in Chicago, Mr. Little 
opened the session with some comfort- 
ing remarks on the investment situation 
and he was ready at the conclusion of 
each topic on the program with appro- 
priate observations. 
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Darby Day Is Indicted by 


Grand Jury in Missouri 


J. B. McCCUTCHAN ALSO NAMED 





Charged in Federal Court with Using 
the Mails to Defraud with Insur- 
ance Schemes 





Darby A. Day, former well known 
Chicago life insurance man and later 
Pacific Coast agency supervisor of the 
Old Line Life of Milwaukee, which 
position he resigned recently, and Be B. 
McCutchan, who was associated with 
him in various promotional enterprises 
in Chicago that blew up, were indicted 
by the federal grand jury in Kansas 
City last week on charge of committing 
fraudulent transactions in connection 
with their insurance schemes. They 
were named in seven counts alleging 
use of the mails to defraud. Judge 
Reeves, to whom the indictments were 
returned, issued warrants for their ar- 
rest and set bonds at $10,000. Mr. Mc- 
Cutchan appeared in Judge Reeves 
court to file bond. Mr. Day gave bond 
in Los Angeles for his appearance 
Nov. 24. 

Concerns in Receivers’ Hands 

All the companies involved are in the 
hands of receivers. It is stated that the 
trial will be held at Jefferson City, Mo. 
The companies involved in the Day-Mc- 
Cutchan promotion schemes were the 
Chicago Fidelity & Casualty, Darby Day 
Investment Corporation, Indemnity In- 
surance Company of America, Conti- 
nental Auto Insurance Underwriters of 
Springfield, Ill, Samson Auto Insurance 
Association, Freeport, III, Automobile 
Underwriters Insurance Company of 
Dallas and Liberty of Dayton. 

Actual Cash Was Meager 


The Darby Day Investment Corpora- 
tion was a holding company and was 
the medium through which much of the 
financing was made and insurance con- 
cerns purchased. The government 
charges that companies were bought 
with a small sum in actual assets but 
with hundreds of thousands of dollars of 
paper which was practically worthless. 
It is stated that many fictitious mort- 
gage transactions and stock juggling 
were resorted to. The first purchase 
was the Indemnity Insurance Company 
of America at Kansas City, which had 
been bought by the late Col. Fred W. 
Fleming. Darby Day purchased the 
company for $118,000 payable in two 
notes. The name was changed to the 
Continental Indemnity. 


Vernon Clears Statement 





President of the Pacific States Life 
Tells About Deal with Chicago 
National Life 





President W. L. Vernon of the Pa- 
cific States Life of Hollywood, Cal., is 
in Chicago and has cleared up some of 
the statements in regard to the deal with 
the Chicago National Life. Mr. Ver- 
non explains that this is a contract of 
reinsurance whereby the Pacific States 
Life takes over the Chicago National 
Life. It has not been approved as yet 
by the stockholders of the Chicago Na- 
tional or the board of directors of the 
Pacific States as some details have to be 
worked out before a complete plan is 
presented. The contract of reinsurance 
has not been submitted officially to 
either the Illinois or Colorado depart- 
ments and cannot be so until approved 
by the Chicago National stockholders 
and Pacific States directors. President 
Vernon will remain as the head of the 
combined company. He states that it 
iS not now contemplated that the Pa- 
cific States will change its present ex- 
ecutive home office from Hollywood. It 
will remain there. Naturally a strong 
Cenneh office will be maintained in Chi- 

go. 
















































The Agent’s Golden Opportunity 


P erhaps never before has 
the use of life insurance as a means. of protection, 
savings and investments, had a stronger appeal to 
the public than at the present moment. 


In this economic situation the certainty of life 
insurance in its investment features stands out in 
high relief. People realize more than ever how 
necessary life insurance is as a foundation on which 
to build personal, family and business security. 


They know that in case of necessity the cash values 
of their life insurance are immediately available to 
tide them over difficulties when accommodation 
is needed. 


Then, too, it has become widely known that no 
matter how few premiums have been paid, the 
dependents have been made safe, for they will re- 
ceive the full amount if the policy is in force at 


death. 


Of equal moment is the fact that the public has 
been educated to realize that life insurance can 
provide for the insured’s own later years and that 
he can arrange to enjoy its benefits, either in cash 
or as a monthly income for life. 


In the light of these conditions, the Life Underwriter 
will not permit his clientele to forget what the past 
few years have taught them about life insurance. 





LIFE INSURANCE ComMPANyYSS 


OF BOSTON, MASSACHUSETTS 
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Let's fill up the tank 


and 


GO PLACES 


On a bright Fall morning recently a filling 
station employee remarked ''Weather like this 
makes you feel like loading up the gas tank and 
going places!" 


There's nothing like the proper atmosphere 
to make you feel like doing things, and this does 
not apply merely to the weather. In fact, to the 
personal salesman nothing is so important as the 
"atmosphere" in the organization which he rep- 
resents. 


That's one big reason why NwNL salesmen 
are on their way to high goals. They feel good 
because of the exhilarating atmosphere of satis- 
faction and good feeling that pervades the en- 
tire Company. 

NwNL is proud of its equipment such as 
policies for every need, mail advertising service, 
sales helps, educational advantages, and its 
sound and prosperous financial condition, but 
none of these is a greater reason for pride than 
the spirit of goodfellowship that fills the NwNL 
atmosphere. Let's GO PLACES. 


The 
Doorway 


To 
Opportunity 





NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, passiwent 
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Strength of Life Insurance 





Safeguards Which Make Failure 
Nearly Impossible 





Agency officers. 


soundness of the life insurance idea. 
Has Conceded Strength 


surance company, 


tutions. It has many 
server. 
aged life insurance company could stop 
writing new business today, go right 
ahead paying its claims, making loans 
to policyholders, paying dividends to 
policyholders, paying cash surrender 
values and eventually pay all its obliga- 
tions with a considerable surplus left 
over. 

“Life insurance companies will never 
be forced to sell their investments. A 
study of their statements will show a 
large excess of income over disburse- 
ments. In addition to this excess there 
are investments maturing almost every 


Graphically Shown by Law 
GOOD THING TO EMPHASIZE 


Chicago General Agent Tells of Many 


A return to fundamentals in life in- 
surance was stressed at the recent Chi- 
cago meeting of the Association of Life 
Marc A. Law, general 
agent National Life of Vermont, an au- 
thority on taxation, inheritance tax and 
other technical aspects ‘of the business, 
this week makes the timely suggestion 
that agents emphasize the fundamental 


“The financial structure of a life in- 
” he says, “is different 
from that of many other financial insti- 
elements of 
strength not apparent to the casual ob- 
In the first place, any well man- 
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day. This year when the demand fo, 
loans has been heavier than ever before 
the companies have still been able tg 
invest large amounts of money on other 
things than policy loans. Furthermore 
policy loans are constantly being repaid 
through death and surrender of policies 
and through cash repayments. 


Spread Is Safeguard 


“Policyholders being so widely scat. 
tered over the whole country, it is im- 
possible to conceive of very many of 
them calling for the cash values or the 
loan values of their policies at the same 
time. 

“Investments of life insurance com. 
panies are strictly regulated by rigig 
state laws, and are constantly checked 
by the various state insurance depart- 
ments. American companies are not al- 
lowed to buy common stocks. 


Diversification a Factor 


“Life insurance companies are able to 
obtain great diversification in their jp. 
vestments. They have mortgages on 
city property, large and small, in many 
different cities. Their farm mortgages 
are spread over all the best farm areas, 
covering all the principal crops. They 
have government bonds, municipal 
bonds of hundreds of communities scat- 
tered all over the country with no large 
amount in any one place. They have 
bonds of all the best public utility com- 
panies, with wide geographical diversj- 
fication. All these securities are bought 
to hold. 

“Another great element of safety ip 
the life insurance financial structure js 
the annual dividend. Suspending pay- 
ment of this dividend for one year only, 
would give a company a large amount 
of money, sufficient to cover any pos- 


sible investment losses.” 











OBSERVATIONS 


in the Life Insurance Field 





FARMER IS COMING BACK 


The farmer is coming back. He may 
not be coming back at once as a large 
purchaser of life insurance, automobiles, 
radios, etc., but the change in the eco- 
nomic situation due to the business de- 
pression is bound to help him and put 
him on his feet. Farm values may not 
increase for some time but the real life 
and economic values will be more stable. 
“Border line” farms will be taken up 
again. The value of the farm primarily 
as a home is again being appreciated. 
In the times of easy money and high 
wages many farmers left their farms, 
their mortgages and their debts, and 
moved to the city where they could have 
high pay, short hours, go to the movies 
and put their children in high school. 
This day has passed. The ex-farmer 
sees himself in perspective taking his 
place in the bread line the coming win- 
ter and wishes he were back on the 
farm. The farmer dissatisfied with his 
lot is now glad that he stuck it out. 

The Red Cross and other relief agen- 
cies will not have to worry much about 
the farmer out on the soil the coming 
winter. He has had his warning and 
has prepared himself by stowing up food 
for himself and feed for his stock. He 
has gone back to the old simple prin- 
ciples of “living within himself” on the 
farm. The “Associated Press” recently 
made a survey of the farming industry 
which revealed these conditions. The 
farmer will buy nothing which he does 
not absolutely have to have, he will get 
along with old clothes, but he will eat 
and he will try to sell enough off his 
farm to pay his fixed charges of taxes 
and interest. Beyond that he may have 
little to spend. Inevitably, the trend 
will be for ex-farmers employed in the 
cities to return to their farms and at 
least make a living. This is going to 
put the farming business back on a 
sound basis, and the farm will be re- 





as a means to make money but as a 
home. The farmer will start the re- 
turning wave of prosperity but it will 
not be a wave of luxury and easy liy- 
ing. 
. 6 
UNDERWORLD MORTALITY 


Just to what extent gangsters, gun- 
men and racketeers generally carry life 
insurance it would not be easy to say 
and the companies themselves do not 
know how many of this class have poli- 
cies. Of course no company would 
knowingly issue a policy on a dweller 
of the underworld, that takes “justice” 
into its own hands and puts unworthy 
members “on the spot” with little ado. 
The mortality of this class of course is 
abnormal. However, many companies 
no doubt are carrying these risks with- 
out knowing it. These people for the 
most part live under-cover lives and as 
they have plenty of money they often 
reside in respectable neighborhoods. 
They profess to have some kind of a 
business and with a little connivance on 
the part of an agent seeking a commis- 
sion it may be easily possible for many 
of them to secure life insurance. The 
average company would probably preter 
to insure professional aviators and pilots 
to gunmen and racketeers. . 

At Pittsburgh the other day the presi- 
dent of the “Empire Yeast Company, 
a- concern which furnishes yeast to illicit 
breweries, was shot. One company 
had just issued $33,000 on the life of 
this man. The policies had been taken 
out from time to time since 1906. Ajiter 
coming to this country from Italy he 
had embarked in business in a small way 
and had gradually extended his opera- 
tions into big business in the under- 
world. The daily papers reported that 
he was the 67th local racketeer to meet 
a violent death. There are many things 
that life companies have to be very alert 
about in these times, and the under- 





garded, as it should be, not primarily 


world racketeer is one of them. 
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Mutual Benefit 
Retaining Clause 


(CONTINUED FROM PAGE 5) 


come benefits not to be issued to 


women. ‘ . 

“4 sharp increase in the rate of pre- 
mium is under consideration so that the 
premium for the restricted benefits 
above outlined may be not materially 
different from the premiums now in use 
for the larger benefits. 

“Underwriting rules may be made 
more rigorous with particular reference 
to (1) applicant’s earned income and (2) 
amount of income insurance in other life 
and casualty companies, including com- 
mercial accident and health contracts, 
certificates issued by mutual benefit as- 
sociations, etc. A comparatively low 
limit will be placed upon the amount of 
income insurance which may be carried 
by a single life in all such companies 
and associations. 

Experience Is Good 


“The Mutual Benefit experience since 
beginning the business in April, 1929, 
has been satisfactory, and has resulted 
in the accumulation of a surplus which 
as of Dec. 31, 1930, amounted to $52,- 
368.46, in addition to the creation of re- 
serves which are substantially larger 
than those fixed by the superintendent 
of insurance of the state of New York, 
for use as of Dec. 31, 1930, following the 
suggestions embodied in the resolutions 
of the National Convention of Insurance 
Commissioners at its meeting in Sep- 
tember, 1929. This accumulation of sur- 
plus has been possible because of (1) 
the charging of adequate premiums, (2) 
low expenses, (3) careful adherence to 
the best principles of accident and health 
underwriting, and (4) close supervision 
of claims. We do not contemplate any 
change in our present plans unless 
changes are forced upon us in conse- 
quence of the changes made by other 
companies.” 

Linton Makes Statement 


President Linton of the Provident 
Mutual says: “In contemplating the 
proposed change there is much to be 
said for getting back to the straight ap- 
peal of life insurance without the frills. 
Properly presented, life insurance does 
not need a crutch upon which to lean. 
It performs a marvelous dual function 
of protection and investment. The dis- 
ability appeal should be secondary. 

“On the other hand, we believe there 
is a place in life insurance for a prop- 
erly underwritten disability income pro- 
vision and we plan to operate on that 
belief. However, the picture is chang- 
ing with kaleidoscopic rapidity and no 
final commitment can be made. We 
shall do our best to reach a decision that 
will be fair to you and to our policy- 
holders.” 


Contemplate No Campaign 


He makes it plain that the Provident 
is not adopting the plan to stimulate ap- 
plications for policies with disability 
benefit, nor does the company desire the 
disability appeal to be used to establish 
new contacts with agents of other com- 
panies or with brokers. “In fact, any 
evidence of an increase in such outside 
business would necessarily hasten re- 
strictive action on our part,” he warns, 
and asks the agents to use the disability 
appeal with careful discrimination. 

The changes effective Nov. 15 are: 
1, Upper age limit for issuing disabilitv 
to men will be 50; 2. attachment to old 
msurance will be limited to premium 
waiver only; 3. disability income not ex- 
ceeding maximum of $100 per month 
will be issued on five-year term policies, 
4. limit for disability income in alt com- 
panies, including that in force and ap- 
Plied for, reduced to $750 per month; 5. 
women will be granted premium waiver 
only with 45 the maximum age for issu- 
ing the benefits. 

It is reported that after the first of 
the year, the Provident Mutual's disabil- 
ity income will be changed to agree with 
the provisions of companies planning to 
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retain the benefit. The changes, it is 
said, will be reduction of age limit from 
60 to 55; increase of waiting period from 
four to six months, and adoption of a 
disability income of $5 instead of $10 per 
$1,000 perm onth. 

The Lincoln National’s changes on 
income disability are: 1. Monthly in- 
come $5 per $1,000; on preferred risk 
policies with continuous monthly income 
settlement, monthly income equal to half 
that payable as death claim; under re- 
tirement income policies, monthly in- 
come equal to half present amount; 2. 
maximum age at issue 50; 3. coverage 
ceases at 55; 4. in event of claim before 
55, income payable for life under life 
and life expectancy policies, and to end 
of endowment period under endowment 
policies; 5. will not be issued in connec- 
tion with 5, 10 15, and 20 year convert- 
ible term; 6, waiting period six months: 
no income payable for first five months 
of disability; 7. delayed claim payments 
not dated back more than six months: 
8. no income disability provision granted 
providing for less than $25 monthly in- 
ceme unless applicant already has pol- 
icy with company containing income 
disability, which, with one applied for, 
make total monthly income of $25 or 
more; in general, minimum policy with 
income disability $5,000; 9. maximum 
limit of issuance for income disability 





unchanged; 10. income disability not is- 
sued to women; 11. income disability 
not issued on substandard basis; 12. 
rates those now used. 

Ne Change in Waiver 


Waiver of premium granted at same 
rates and under same conditions as in 
past, except, maximum age at issue shall 
be 50, and limiting age for coverage; 
waiting period six months. 

Limiting age for double indemnity 
and double indemnity with dismember- 
ment 65 years. 

President C. J. Shea of the State Na- 
tional says that company’s action was 
taken because it was felt the income 
benefit at present rates, and in view of 
unfavorable experience of larger compa- 
nies over a period of years, could not 
square with the policy of conservative 
underwriting. During the two years it 
has been in business the company wrote 
comparatively few policies with disabil- 
ity income. 

Nov. 1, rates were reduced on double 
indemnity from $2 to $1,50 per $1,000 
and no commission will be paid agents 
on the D. I. Waiver of premium is being 
continued, but commissions to agents 
on this feature have been discontinued. 

F. A. Hicks, superintendent of agents 
Guarantee Mutual, reports a letter was 
sent all state managers asking whether 
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discontinuance of the income clause 
would seriously hamper the agency 
force. The majority of the managers 
answered in the negative, so the direct- 
ors voted to discontinue the clause. 
Waiver, however, is being continued, 
with age limits 15-55, inclusive, and 
maximum $25,000, applicable to male 


risks only. 

“It is worthy of mention that a num- 
ber of large companies such as the Met- 
ropolitan, Aetna and others have already 
announced the discontinuance of total 
and permanent disability benefits,” Mr. 
Hicks states. “It is my prediction that 
before Jan. 1 the majority of all the 
good companies will cease issuing this 
benefit which is proving so expensive 
and thus having a far reaching effect so 
far as dividends are concerned 

“As a matter of fact the total and per- 
manent disability rider costs the honest 
man a great deal more than it is worth 
for he is required to stand the expense 


of fraudulent claims. Courts have in- 
terpreted the terms and conditions of 
the rider so differently from that in- 


tended by insurance companies when 
the idea was originated.” 

There is every indication that the 
Equitable of New York in continuing 
the income disability clause on a conser- 
vative basis, will adopt a six months’ 


waiting period, a $5 per $1,000 per 





The November Horoscope 





In the early period of November to the 2!st of the 


month inclusive Scorpio holds sway. 


Persons coming 


under Scorpio's influence are noted for energy, cour- 


age and ambition. 


Famous persons born under Scorpio are Gustavus 
Adolphus IV, Paderewski, Martin Luther, Marlborough, 
Robert Louis Stevenson and James A. Garfield. 


Sagittarius reigns over the latter days of November, 
and determination and independence of spirit are two 


prominent characteristics found 
under the Archer's influence. 


in people coming 


Famous persons born under Sagittarius are Spinoza, 


Andrew Carnegie, Mark Twain and Dean Swift. 


The Topaz is your lucky stone. 


Your lucky colors are scarlet and gray. 


If you are in the life insurance business but not now 


under contract, the zodiacal signs are urging you to 


get in touch with the Royal 


holds forth 


salesmen. 
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All 
Great Southern agents 


have a contract direct 


with the home office 


Every man who sells Great Southern 
Life Insurance Co. policies is in 
business for himself. He has a 
contract direct with the home office 
from whence he derives complete 
cooperation and assistance in all 
matters pertaining to the satisfac- 
tion of policyholders and himself. 


These contracts are on a uniform 
basis, and each pays a liberal first 
year and EXCEPTIONALLY LARGE 
renewal commission. The renewals 
are extended over a long period, 
thus making it highly profitable for 
agents to closely contact their 
policyholders. This is a good as- 
surance of steady annual income as 
well as an excellent source of new 


Operating in the 
following States: 


Arkansas b . 

a usiness. 

K ae P 
maou’ If you are ambitious, want to be in- 
Louisiana dependent and prosperous we can- 
women not be too urgent that you com- 
Missouri 


municate with us at once. Some 


New Mexico 


Siistowe highly desirable virgin territory is 
sg available. Write the Home Office 


for full details. 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E.P.GREENWOOD - PRESIDENT 


HOUSTON 


TEXAS. 





month clause and possibly scale the 
rates up somewhat, the same as is being 
done by the New York Life, Provident 
Mutual and some others. 

President Phillips of the Minnesota 
Mutual says while officers are deciding 
what course to pursue on disability, 
agents should not accept any brokered 
disability case from agents of other 
companies. 

The Union Mutual of Portland will 
continue waiver of premium until Jan. 
1, at which time decision will be made 
whether it is to be modified or stopped. 

The Scranton Life has no definite an- 
nouncement to make as yet regarding 
the income disability situation but ex- 
pects to be able ‘to give its decision not 
later than Dec. 1. 


Actuaries Analyze 
Mortality Trends 


(CONTINUED FROM PAGE 5) 


should be attached to old findings, he 
said, and less to current findings. 

Blood pressure, he pointed out, can 
be brought down with a few nights’ 
sleep, a quiet life and diet. 

Examiners must be cultivated and it 
must be determined that they are in 
sympathy with the companies and at 
least as close to the companies as to 
the agents. 


Canada Life Figures 


Certain mortality figures of the Can- 

ada Life were presented by Mr. Wil- 
liamson of that organization. He com- 
pared the results of the Canada Life 
with those of the medical impairment 
study, showing that in 1930, 8.7 percent 
of the death claims of the Canada Life 
were brought about by accident, com- 
pared with 10.9 in the medical impair- 
ment study; 2.9 percent of the Canada 
Life’s death claims were from suicide 
as compared with 3.9 percent in the 
medical impairment study; 5.5 percent 
of the Canada Life’s death claims were 
from tuberculosis of the lungs as com- 
pared with 8.4 percent in the impair- 
ment study; 11.3 percent of the Can- 
ada Life’s death claims were caused by 
cancer, compared with 8.6 in the im- 
pairment study; 7.4 percent of the Can- 
ada Life’s claims were caused by cere- 
bral hemorrhage and apoplexy as com- 
pared to 4.3 percent in the study; 27.2 
percent of the Canada Life’s death 
claims were caused by organic diseases 
of the heart as compared with 7.9 per- 
cent in the study. 
During the past five years the mor- 
tality of the Canada Life has not varied 
except in 1929. The 1930 experience of 
the Canada Life was within 1 percent 
of the experience of 1928, 1927 and 1926; 
but in 1930 as compared with those 
three years it was found that in the 
ages below 40 there had been a gradual 
decrease in mortality of about 4 per- 
cent. The mortality at age 45 was con- 
stant, but at the higher ages there was 
an increase. The increase in ages 60-70 
was 12 percent. 


Tells Prudential Experience 


James F. Little, Prudential, said that 
the ordinary department of his com- 
pany had experienced in 1930 the high- 
est claim rate in a decade, but the Pru- 
dential’s industrial experience was the 
lowest on record. Mortality of the gen- 
eral population is satisfactory, he said. 
The large claims occurred in abnormal 
proportions in 1930, he declared. Mr. 
Little reviewed the tabulation of expe- 
rience of 12 companies in 1929-1930. 
Eleven of the companies showed an in- 
crease in claims. In 11 companies, the 
increase was greater in amount than by 
policies. In two companies there was 
a decrease in the number of claims, yet 
an increase in the amount. One com- 
pany had about 13,000 claims in 1929 
and the amount was $45,000,000, In 1930 
that company had about a dozen less 
claims, but the amount was $50,000,000. 
A large fraction of additional claims 
were suicides or disguised suicides. 

The companies had insured a lot of 

















| whose income was ample to justify the 


amount of insurance carried. But the 
companies didn’t know which incomes 
would stand and they didn’t make ade. 
quate inquiry. There were too many 
cases of big income recently acquired. 


Taken in Good Faith 


Insurance was taken in good faith by 
many operators. They were optimistic 
at the time, but in the last two years 
many of these persons who acquired a 
big income in a short time faced ruin, 
They became depressed and nervous 
and their thoughts turned to suicide. 
They came to the point where they 
were forced to lapse their insurance. 
If they stayed and attempted to work 
out their affairs, dropping their insur. 
ance, the family would be left penni- 
less. But if they committed suicide 
their families would have benefit of 
their policies. 

The lowest mortality experience jp 
the Prudential at the highest ages 
among industrial policyholders was at- 
tained in 1921. Since then the mortality 
has fallen off at the younger ages. 

Brokers who are pushing through bad 
risks are cutting their own throats, Mr, 
Little said. Because of these activities, 
the companies are much more critical, 
Brokers, he said, are killing the goose 
that laid the golden egg. He expressed 
the hope that the tightening up in un- 
derwriting, which is now apparent, will 
be continued. Brokers are still busy 
trying to get poor risks and over-in- 
sured risks through. 

Obstinate Ages 


At early ages, Mr. Little said, the ex- 
perience of the companies is below the 
American men table, but there is an ob- 
stinate class of ages around 50-60 where 
no improvement can be obtained. This 
is partly to be explained because heavy 
policies are applied for in the late for- 
ties and fifties. Much of the doubtful 
business comes at those ages. 

Over a period of 25 years, companies 
may look for improvement in mortality, 
according to Mr. Little, because they 
have on their side the general desire of 
every policyholder to live and the de- 
sire of the medical profession to keep 
them alive. Medical research is being 
conducted scientifically as compared 
with the trial and error method of a few 
years ago. 

Although in 25 years mortality rates 
today may appear high, Mr. Little said 
that the ratio may be even higher in 
the next two or three years. 


Searle Resigns from Pyramid 


William A. Searle has resigned as ex- 
ecutive vice-president and general man- 
ager of the Pyramid Life of Charlotte, 
N. C., which was organized and began 
writing in February of this year. A suc- 
cessor to Mr. Searle has not been ap- 
pointed. Work will be conducted by 
the staff that Mr. Searle and President 
E. E. Jones have developed. 

Mr. Searle will remain with the Pyra- 
mid Life until the end of the year. He 
has not announced his future plans. 

Before joining the Pyramid Life, Mr. 
Searle was agency supervisor for the 
National Life of Vermont and before 
that was assistant to the president and 
field director of the National Associa- 
tion of Life Underwriters. 


Duffin Returns to Insurance 


James R. Duffin of Louisville, former 
president of the Inter-Southern Life, be- 
comes vice-president and general man- 
ager of the Equitable Life & Casualty 
of that city. The company will extend 
its lines and enter new states. It is now 
licensed in Kentucky, West Virginia, 
Indiana and Colorado. It has capital of 
$128,000 and its assets are more than 
$200,000. It writes health, accident and 
life. Mr. Duffin is an attorney and re- 
tired from the Inter-Southern in 1926. 


Julius Gilbert of Beatrice, Neb., has 
been named agency supervisor for the 
Mutual Life of New York at Daven- 
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| DISABILITY LIVE ISSUE WITH ACTUARIES 


(CONTINUED FROM PAGE 3) 


need and disability is such a commod- 
ty. 
eH OW can we supply that need,” he 
asked. His answer was that if selection 
can be controlled, whatever rate is 
needed to cover the cost can be assessed. 
If 1,000 persons who would not take 
advantage of each other could be gotten 
together, they would pay whatever was 
required to cover the cost. 

Life insurance companies are better 
equipped to furnish disability than any 
other type of carrier, he said. Accident 


and health ccmpanies have largely 
given up non-cancellable accident and 
health. There is some reason to be- 


lieve that life insurance companies can 
succeed where accident and health com- 
panies have failed. 

Mistakes have been made because of 
competition and lack of information, he 
declared. 

Much Valuable Experience 


Today a vast amount of valuable ex- 
perience has been accumulated. Adverse 
experience, he pointed out, is the best 
teacher in the world. Benefits should 
be modified and extended, he said, al- 
though the difficulties of the task should 
not be underestimated, 

Sale of the disability benefit is an 
indication of vitality in life insurance, 
he said. The industries which have 
changed their methods in order to meet 
changed conditions are those which have 
survived. He expressed the hope that 
enough companies will stay with dis- 
ability, so that it may be worked out 
and permitted to find its own level. 

In the last year, according to Mr. 
Shepherd, 25 percent of the new life 
business of the Missouri State contained 
the income disability clause; another 25 
percent was sold with waiver of pre- 
mium. Fifty percent of the income dis- 
ability business of the Missouri State 
was on salaried persons, who, he said, 





constitute the most satisfactory in- 
sureds. If the benefit were limited to 
salaried people, it could still be widely 
sold 

2 Elston reported statistics of the 
Trav they showing that every year dur- 
ing the last ten years in that company 
has been worse than the previous year 
from the standpoint of disability claims. 
The cost is increasing, he said, largely 
because the public is becoming better 
educated as to the disability provision. 

Uninsurable Benefit 


Mr. Elston concluded that in disabil- 
ity the companies are dealing with an 
uninsurable benefit which sooner or 
later must be eliminated. 

P. H. Evans, Northwestern Mutual, 
gave some figures on the experience of his 
company with the waiver of premium 
and although he did not express a con- 
clusion, he seemed to indicate that the 
Northwestern Mutual was satisfied with 
its record. 

James D. Craig of the Metropolitan 
said that his company has never been 
enthusiastic about disability. 

In the eee, | of 1860, Mr. 
Craig said that a numBer of accident 
and health and small life insurance com- 
panies were in the process of forma- 
tion. Today none of those accident and 
health companies are in existence, al- 
though the need for accident coverage 
was great; but the life companies that 
were started then and which have come 
through, have attained great size and 
strength. The explanation is, he said, 
that the death rate has been decreasing 
while the claim rate under accident and 
health has been going up. Accident and 
health companies got into it deeper and 
deeper. 

Quoting Sir Arthur Watson, Mr. 
Craig said that health insurance is more 
of a managerial than an actuarial prob- 
lem. Of two companies issuing iden- 


every year. 





really an insurable feature. 


after year, 


cording to occupation. 


sicians 


teachers. 
classed as miscellaneous produce a ratio 
300 percent of the normal. 
said that probably many women whose 
occupation is 
really 
one reason why this 
bad record. 








tical contracts, he said, that company 
which has the larger assets will pay the 
most claims. That, he observed, is 
a warning to the Metropolitan. 


Hoped for Profit 


When the Metropolitan went into dis- 
ability writing, its management felt that 
a loss would be suffered for the first four 
years and that there would be a small 
profit thereafter. Accordingly, the man- 
agement felt that what was required 
was financial strength and courage, to 
wait for selection to wear off and sur- 
plus to begin to accumulate. The Met- 
ropolitan remained in that happy state 
of mind until two years ago when it 
was found that profits turned to red 


wonder whether the health aspect was 
That com- 
pany does not care to face a loss year 
he said. 

John Larus, Phoenix Mutual, recall- 
ing that his company will go on the $5 
instead of the $10 basis on Jan. 1, made 
some observations as to claim ratio ac- 
Of males, the 
worst occupation is the medical, phy- 
producing a loss ratio in the 
Phoenix Mutual of 350 percent of nor- 


mal. Real estate dealers are bad; den- 
tists produce a loss ratio double that of 
the average, while male teachers pro- 


duce a loss ratio of 175 percent of the 
average and farmers 145 percent of the 
average. 


women, the worst class is 
Women whose occupation is 


Among 


Mr. Larus 
given as miscellaneous 
no occupation and that is 
class gives such a 


have 


145 Percent of Male 


Women as a whole produce losses 


145 percent of the male. 


Mr. Larus said that claim rate with 


waiver of premium alone has been 81 
percent as to 


number of cases where 


The Metropolitan began to | 














income disability were is- 
sued together. He said that his com- 
pany would be willing to join with 
others in eliminating unfavorable occu- 
pations even from the modified contract. 

F. B. Mead, Lincoln National, said 
he has always been heartily in favor of 
the waiver of premium. He has never 
believed that income disability had any- 
thing in common with the life insurance 
contract. Waiver of premium is an in- 
tegral part of the contract, he declared, 
because it insures the premium of the 
policyholder. 

Income disability was introduced in a 
futile attempt to increase sales, he de- 
clared. Life insurance should be sold 
as life insurance without something 
tacked to it, he declared. 

Until 1927, the Lincoln National had 
been successful with disability for 
about ten years, he said. At that time, 
the Lincoln National went on the the- 
ory that improvement could be obtained 
by selection, but the more selection that 
was indulged in, the worse the experi- 


waiver and 


ence became. 
J. G, Parker's Criticism 
J. G. Parker, Imperial Life of Can- 


ada, pointed out that the companies can 
invest their money at only 5 percent and- 
yet they are paying out 12 percent under 
the income disability clause. Accord- 
ingly, he favors the $5 benefit. 

Much money has been spent in ac- 
quiring agents and training them, Mr. 
Parker pointed out. To help them to 
sell, the disability benefit was intro- 
duced. The agents were told that it 
was a big advertising and closing fac- 
tor. If the companies now tighten up 
selection, agents will complain that they 
are losing much business because they 
couldn't sell a small disability benefit to 
“very deserving people.” He said that 
this consideration should be weighed 
very carefully. As underwriting is tight- 
ened, he predicted that the sales of life 
insurance will suffer very materially. 

J. F. Little, Prudential, who is presi- 
dent of the Institute, concluded the dis- 
cussion, first by quoting from a bulletin 
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of the American Life Convention, which 
states that of the seven largest life in- 
surance companies, not more than two 
will continue income disability after this 
year. 

The Prudential has found, according 
to Mr. Little, that where waiver of pre- 
mium is automatically given, the loss ex- 
perience is one-eighth that of income 
disability, which is applied for. 

The Prudential found, he said, that 
there was a tendency for claims to rise 
for a time; then to find a level for a 
short time and then to begin another 
upward step. It doesn’t seem possible, 
he said, to determine the maximum 
claim rate which is to be apprehended 
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in the future. The experience of the 
past is unsatisfactory. The maximum 
claim rate is not discoverable now. No 
one can say whether the depression has 
brought the claim rate above the ulti- 
mate or whether it is still below that 
point. 

Mr. Little said that the conclusion 
cannot be made that the absence of a 
limiting period for presumption of per- 
manence would greatly improve the 
claim situation. The increase in claims 
in the Prudential has been almost con- 
fined to cases where proof of perma- 
nency was required and in that cate- 
gory the rejection of claims has been 
the highest. 





Voting Trust for 
Missouri State 


(CONTINUED FROM PAGE 3) 


tion and representation for them. There 
are important matters of management 
and policy that must be determined 
soon, due to fundamental changes in the 
general field of life insurance to a very 
large extent, and he pointed out a fu- 
ture course should be definitely adopted 
with the best interests of the Missouri 
State Life and all of its stockholders 
as the sole objective. 

Opposition to the Nims voting trust 
plan of control for the Missouri State 











ARE YOU AN AVERAGE MAN? 


Two representatives of The Minnesota Mutual, let’s call 
them Mr. One and Mr. Two, were, as most of us, just aver- 
age fellows and were assigned early this year monthly quotas 
of $10,000 based upon their previous records—you know, 
just a little better than their former average to give them 
something to shoot at. Then they adopted The Minnesota 
Mutual’s Organized Sales Plan and “Blowie” they left the 
ranks of the average man and this is what they did for three 
successive months: 


Mr. One 





EC eee. 
BIE evk ree «x 
September ........... 96,750 


n90+ + ee 


That is what a Working Plan which includes Organized Selling 
methods did for them. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE CO. 


Saint Paul, Minnesota 


Mr. Two 
$68,250 
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CHARLESTON, WEST VIRGINIA 
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Life has been declared by Theobald 
Felss of Cincinnati, oldest director jn 
point of service and its largest personal 
stockholder. 

Mr. Felss heads a stockholders com- 
mittee which will endeavor to ob. 
tain control of the company at the an- 
nual meeting Jan. 19. M. orsey 
president Security Life of Chicago, who 
through the Inter-Southern Life of Louis- 
ville, controls 147,900 shares of the Mis- 
souri State Life stock, or 29 percent of 
the outstanding issue, is backing Mr. 
Felss in the fight for control. 

Mr. Felss is said to have broken with 
the St. Louis interests on the Missouri 
State Life board because the regular 
quarterly dividend on the company’s 
stock was not paid Oct. 1. The board 
has deferred final action on that diyi- 
dend from time to time and may again 
consider the matter at its next meeting 
on Nov. 20. 


Board Evenly Divided 


Mr. Felss was not in St. Louis when 
the Nims voting trust plan became 
public but his representative, Captain 
Simmons, attended a conference with 
those interested in the fight against Mr. 
Nims and President Taylor. Those at 
the conference included Messrs. Dorsey 
and Arnett. With Felss lined up with 
Dorsey the board is evenly divided. 
The balance of power is held by thou- 
sands of small stockholders scattered 
throughout the country. 


Contest with Thompson 
A victory for Mr. Dorsey in the pres- 
ent fight would not only enable him 


to consummate the financial plans he 
had in mind when he bought the Inter- 





Southern Life but it would also gain 
him a personal triumph over Superin- 
tendent Thompson. Last spring Mr. 
Thompson refused to renew the Mis- 
souri licenses of the Inter-Southern and 
the Security Life on the grounds that 
a proper valuation of the Missouri State 
Life stock held by the Inter-Southern 
would impair the solvency of the Inter- 
Southern and Security. At that time 
the Inter-Southern was carrying its 
Missouri State Life stock at $72 a share. 
Mr. Thompson placed the valuation at 
$43 a share. Later a convention ex- 
amination estimated the value at $60.40 
a share, a valuation now carried on the 
books of the Inter-Southern. 

It is understood Mr. Felss will suc- 
ceed E. D. Nims as chairman of the 
board if the Dorsey interests win out. 
The Nims plan is directed against the 
Dorsey group. 


Own Very Little Stock 


A spokesman for Mr. Dorsey this 
week said the St. Louis directors who 
seek control of the voting trust own 
less than 25,000 shares of Missouri 
state stock, or less than 5 percent, as 
of Jan. 1, 1931. He said they were try- 
ing to obtain control without buying 
any more stock: Before Jan. 1, he said, 
they rarely attended directers’ meet- 
ings, but their interest suddenly bright- 
ened on that date. He said they had 
gone back on their word given Mr. 
Dorsey some months ago that they 
would pool their stock in a voting trust 
to perpetuate the old management. 
Committee Issues Statement 

A statement issued by the Felss com- 
mittee charges that the voting trust 1s 
designed to perpetuate for at least seven 
years the management of the company 


by Mr. Nims and Hillsman Taylor, 
president. _ 
“The Nims-Taylor management has 


not had and does not now have any 
substantial financial interest in the com- 
pany,” the stockholders committee state- 
ment continues. “Mr. Felss and his as- 
sociates feel that the interest of the 
company and its stockholders will be 
best served by a management truly rep- 
resentative of all the stockholders. The 
Nims-Taylor effort to’ perpetuate their 
management will be vigorously op- 
posed.” 

With Mr. Felss lined up with Mr. 
Dorsey the Missouri State Life board 
is divided six to six. There is a vacancy 
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pard Smith, St. Louis banker. As the 
13th man Smith gave the Nims faction 
absolute control of the company. No 
one group now has stock control of the 
company. 

The directors at their next meeting 
Nov. 20 may fill the vacancy in the 


board caused by the death of Mr. 
Smith. It is said Paul M. Davis has 
been mentioned for the place. It is 


also possible that the board at this meet- 
ing may decide on the future policy of 
the company as to the payment of divi- 
dends on its stock, In keeping with the 
general policy adopted by most con- 
servative financial institutions, including 
life insurance companies, the Missouri 
State Life has been conserving its cash 
reserves to meet any requests for policy 
loans and cancellations of policies from 
its policyholders and to continue its es- 
tablished rule of promptly paying all 
legitimate policy claims. Dividends on 
the company stock are payable quar- 
terly. Action on the dividend due Oct. 
1 was deferred temporarily in view of 
the general unsettled financial situation. 


Effect Management Economies 


Through economies of management 
made effective during the past several 
months the company is said to have re- 
duced its expenses more than $375,000, 
while certain readjustments of salaries 
made last October, are expected to cut 
its payrolls about $200,000 a year. It 
has tightened up on the underwriting 
of new business, selecting new insur- 
ance risks with the utmost care. In 
view of this step it is believed it will 
experience a material saving in its real 
to anticipated mortality in 1932 and sub- 
sequent years. 


OPPOSED BY INTER-SOUTHERN 


The proposed voting trust for the 
Missouri State Life is being opposed by 
the Inter-Southern Life interests which 
own 29 percent of the outstanding stock 
of the Missouri State Life. The voting 
trust is an attempt on the part of the 
minority stockholders to perpetuate 
their control of the Missouri State by 
continuing the present management, ac- 
cording to C. E. Johnson, vice-president 
Security Life and director of the Inter- 
Southern Life. Mr. Johnson represents 
the Dorsey interests, who purchased the 
Rogers Caldwell life insurance holdings 
which had been centered in the Inter- 
Southern Life. Mr. Johnson says the 
Inter-Southern will not enter its stock 
in the voting trust. He intimates that 
there will be considerable difficulty on 
the part of the sponsors to secure the 
required number of shares to secure 
control. He says the Dorsey interests 
now control approximately 40 percent of 
the Missouri State stock. 


Actuaries Clash 
Over A. M. Table 


(CONTINUED FROM PAGE 3) 

P. H. Evans, Northwestern Mutual, 
said he is puzzled at the persistence of 
the idea that a change should be made. 
“Why go to the expense of getting leg- 
islation to permit modifications, junking 
everything in print, unless the new table 
is one that correctly reflects actual ex- 
perience? I believe that the American 
Men table is out of date already.” 

A study of the Northwestern Mutual, 
according to Mr. Evans, showed that 
the American Men table does not reflect 
the incidence of mortality with much 
greater precision than the American ex- 
perience table. Nearly all participating 
companies are using their own experi- 
ence for distributing surplus any way, 
Mr. Evans said. ¢ 
_J.S. Elston, Travelers, answered Mr. 
Budinger’s argument by saying that the 
gTOss premium need not be changed 
even if the American Men table were 
used. The American experience table is 
60 or 70 years old, he said, and he de- 
clared he failed to see why the Ameri- 
can Men table is not better. The law 
should give leeway for a company to 
use the best method it can, he said. 

John M. Laird, Connecticut General, 
said whimsically that the American ex- 
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perience table has been a faithful friend, | 


but that its virtues had not been revealed 
to him before the discussion at this 
meeting. He declared the American ex- 
perience table had been made up out of 
thin air 60 years ago. Jokingly, he in- 
terpreted remarks of those opposed to 
the American Men table as constituting 
the claim that by using the American 
experience table, companies need no 
longer worry about disability, invest- 
ment losses, etc. 
Not Sacred or Inspired 

The American experience table is not 
sacred or inspired, he declared. “As 
actuaries,” he said, “we should look the 
facts in the face. We should build our 
reserves on something that resembles 
the current mortality trend.” 

S. C. Kattell, Lincoln National, said 
he saw no reason why the American 
Men table should not be adopted almost 
immediately. The American Men table 
is obsolete now, he declared, but he ad- 
vocated use of a somewhat obsolete 
table on the theory that one represent- 
ing 100 percent of the mortality of the 
companies would be inadvisable. 

Actual mortality is now not more than 
75 percent of the American Men table, 
he said. The American experience table 
is hard to use because it is higher at the 
younger ages than the older. It is the 
fault of the companies that really should 
have been interested that the American 
Men table has not been more widely 
adopted, he said. 

Small Companies Need It 


The smaller companies are the ones 
that need it. By using the American 
experience table, and some preliminary 
term method of valuation, the smaller 
company cannot vet a competitive pre- 
mium, he said. If the American expe- 
rience table is used, the new company 
must use a select and ultimate method 


of valuation or a net level premium 
method. 
He doubts whether legislation is 


needed in many states to permit use of 
the American Men table. He said in the 
Lincoln National's territory Wisconsin 
is the only state which has a law spe- 
cifically excluding the table. 

C. O. Shepherd of the Missouri State 
Life declared it is a mistake to think 
that the business has something that 
can’t be changed. The argument in 
favor of the American experience table 
is that it produces a greater premium. 
Perhaps, he suggested, the reverse ten- 
dency might be true. With the Ameri- 
can experience table, the tendency is to 
get the premium down to net basis with- 
out sufficient expense loading. The 
loading, he said, should be put in as a 
loading, instead of using mortalitv sav- 
ing as a loading. The actuaries, he de- 
clared, have a great opportunity to keep 
an open mind and get down to solid 
ground. 


Evans Asks Question 


At this point Mr, Evans asked: “How 
many companies actually know through 
any appreciable period what their expe- 
rience is at attained ages? If they don't 
know what their experience is they are 
talking through their hats.” 

H. Jackson of the National Life 
of Vermont said his company’s experi- 
ence by attained age and duration ap- 
proximates more nearly the American 
Men table than the American experi- 
ence table. 

C. E. Brooks, consulting actuary of 
Madison, Wis., said the curve of mor- 
tality at attained ages is much more 
parallel with the American Men table 
than the American experience. 

James F. Little, Prudential, who is 
president of the Institute, said that when 
the Prudential changed its premium 12 
years ago, it made its calculations on the 
American Men table and then figured 
what loading should be added to the 
American experience. He expressed the 
opinion that the American Men table is 
used extensively but that the companies 
don’t let it their affect their premiums. 


An up-to-date selected list of good life 
insurance books, including all those 
recommended for C. L. U. study, will be 
sent on request. Address The National 
Underwriter Company. 
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100,000 men were employed to quarry the stone . . 





. + « to lay each block carefully in place .... . to see 
that the work was level and true. A slow process but one 


that builds for permanency. 


In much the same manner has the Midland Mutual Life 
Insurance Company built its business. Each move has been 
carefully planned in advance . . . . . every investment thoroughly 


investigated before being made. The growth of this company has 


not been phenomenal . . . . . just sure and safe. 


Midland Agents are building a permanent business because such con- 
servative management is a positive assurance to them that their company 
will always be financially sound . . . . . and in the future, as in the past, 


“Its Performances Will Exceed Its Promises”. 


The Midland has several agency opportunities for the right men. If you 
feel you can qualify 


Address 
The Agency Department 


THE MIDLAND MUTUAL 
LIFE 


INSURANCE CO. 
COLUMBUS, OHIO 
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Surplus 


J. G. Parker, actuary of the IMPERIAL 
Lire oF CANADA, produced at the meet- 
ing of the AssociaTION oF Lire AGENCY 
Orricers figures showing the general de- 
cline in ratio of undivided surplus and 
contingency reserve to assets of the 
companies. For instance the ratio among 
one group of companies declined from 
6.46 percent in 1927 to 5.84 in 1930. In 
another the decline was from 8.23 per- 
cent to 6.71 percent. In another it was 
from 6.67 percent to 5.74 percent. 

Mr. Parker’s analysis indicates that 
executives are coming to the conclusion 
that preoccupation with the competition 
of the day perhaps has caused some sac- 
rifice of the bulwarks. 

Life insurance went through the war 
and the influenza epidemic, with the re- 
sult that executives may have believed 
that those calamities represented the 
worst that could happen. Life insurance 
did not quiver then. But a combination 
of adversities is occurring today. Sur- 
plus is being put to its extreme use. 

To play safe, life insurance should an- 
ticipate the continuance of adversity for 
some time. If a ratio of free surplus to 
assets of six or seven percent was neces- 
sary in 1927, it is ever so much more 
necessary today, as Mr. PARKER pointed 
out. The reduction of dividends should 


Strength of the Reserve System 


PropaB_y the one great lesson that we 
have all learned from the present eco- 
nomic and business depression is the 
necessity of having some reserve set 
aside to take care of our demands when 
the business curve declines. We are all 
prone in days of sunshine and prosperity 
to feel that the sky will continue to be 
clear. The storms, however, will come 
and we should have an abiding place to 
which we can go and remain in shelter 
while the storm is in progress. It is our 
reserves built up to which we can turn 
in time of trouble. Legal reserve life 
insurance has more than ever justified 
its existence and has proved its scien- 


be made before bottom is sounded. Bot- 
tom should not be considered as the 
point at which surplus is negligible, but 
at a point below which conservative ex- 
ecutives such as Mr. PARKER consider the 
ratio should not go. 

The field force must accept these re- 
ductions in constructive spirit. Man- 
agers and agency executives must im- 
press upon producers the viciousness of 
taking advantage of another company’s 
courage. Those managers who take men 
from a company which reduces divi- 
dends, may find themselves greatly em- 
barrassed by having their own company 
take similar action, and the thing that 
must be guarded against to the utmost 
is an increase in twisting. Companies 
have suffered declines in investment val- 
ues to a greater or less degree, but 
agents may take it for granted that no 
company has escaped a decline. Every- 
thing has gone down. Selfish activity 
on the part of producers at this time 
would gravely rock the boat. Agents 
have claimed the term underwriter to 
describe their vocation. They did so be- 
cause they thought that the word under- 
writer had implications which the word 
agent did not have. Now is the time to 
prove that they deserve to be called 
underwriters. 


tific accuracy and impregnability during 
these days. 

While banks, financial institutions and 
business enterprises have failed or sus- 
pended, no life insurance company has 
collapsed nor has any policyholder lost 
a dollar in a legal reserve institution. 
The solidity, permanency and invincibil- 
ity of the life insurance system has never 
revealed itself so prominently nor has 
it ever'proved to so great an extent its 
matchless rock ribbed quality. Every- 
body connected with life insurance can 
be proud of the record it has made dur- 
ing the very severest test it is likely to 





P. J. Clark, superintendent of agents 
of the Union Central Life, was elected 
as a member of the board of education 
of Cincinnati at the election Nov. 3 

Hugh D. Hart, former vice-president 
of the Penn Mutual Life, who is now 
engaged in radio advertising work and 
other activities at 500 Fifth avenue, 
New York City, has been elected on the 
board of the Finance Service Company 
of Baltimore. He has also been elected 
a director of the Southern Corporation. 

D. L. Drake has been announced as 
ay man for the month ending Oct. 

by the Fidelity Mutual Life. This 
pad marks him as first in the 
Fidelity field for first year cash premium 
settlements during that month. Mr. 
Drake is a native of Iowa, but selected 
Los Angeles as the scene of his activi- 
ties shortly after leaving the University 
of Iowa. 

Miss Margaret A. McReynolds, sta- 
tistician of the Connecticut insurance 
department, died suddenly while acting 
in a play at the South Congregational 
Church in Hartford Friday night. Death 
was due to heart disease. Miss McRey- 
nolds had served under five insurance 
commissioners. After working part- 
time for the department, she joined the 
forces in 1901 and had since done much 
of the work of preparing the depart- 
ment’s annual reports. She was the 
oldest member of the Connecticut de- 
partment in point of service. 


M. Albert Linton, president Provident 

Mutual Life, will speak on “The Invest- 
ment Aspects of Life Insurance” at the 
New Jersey trust conference in Camden 
Nov. 19-20. L. G. McDouall, associate 
trust officer of the Fidelity Union Trust 
Company of Newark, an honorary mem- 
ber of the Life Underwriters Associa- 
tion of Northern New Jersey and re- 
cently appointed chairman of the life 
insurance trusts committee of the Amer- 
ican Bankers Association, is chairman 
of the conference committee. 
One of the main papers at the busi- 
ness sessions will be on “The Uniform 
Principal and Income Tax,” Dean 
Charles E, Clark. 


Alfred Hurrell, vice-president and 
general counsel of the Prudential, who 
is mayor of Glen Ridge, N. J., laid the 
cornerstone of the town’s new municipal 
building Nov. 7. 

Dr. Gordon A. Beedle, for seven years 
medical director of the Surety Life, died 
in Kansas City, Mo., recently. Dr. J. C. 
Walker succeeds Dr. Beedle temporarily. 
Frank H. Davis, former vice-president 
of the Equitable Life of New York, who 
was later manager of the Penn Mutual 
at Chicago and subsequently at Denver, 
has returned to his home in Wyoming 
much improved in health after a stay of 
several months at the Mayo Institute at 
Rochester, Minn. 

John M. Laird, vice-president Connec- 
ticut General Life and president of the 
American Life Convention, and Walter 
. Webb, executive vice-president Na- 
tional Life U. S. A., a member of the 
executive committee of the convention, 
were guests of honor at a luncheon in 
St. Louis attended by executives of com- 
panies there that are members of the 
convention. Mr. Laird and Mr. Webb 
made short talks, discussing general 
business conditions and the work of the 
American Life Convention. 


Sheppard Homans of Prosser & Ho- 
mans, one of the Equitable managers in 
New York City, recognized recently the 
driver of a taxicab in which he was 
riding, as a man whom he had insured 
25 years ago. After expressing sur- 





face. 





a New York taxicab driver, Mr. Ho. 
mans learned that the policy, which was 
a $5,000 endowment, had matured and 
financed the college education for the 
son of the driver. The son is now earn- 
ing $6,000 a year, Mr. Homans learned, 
an amount considerably greater than 
would have been possible without a col- 
lege education. 

W. T. Diefendorf, who retired in 1929 
after 40 years as manager of the Brook- 
lyn agency of the Mutual Life of New 
York, died from heart disease at the 
age of 71. The position from which he 
resigned is occupied by his son, W. E, 
Diefendorf. Funeral services were held 
Monday at Mt. Vernon, N. Y. 

Mr. Diefendorf joined the Mutual Life 
in Illinois in 1887. He was transferred 
to Brooklyn in 1889 where he estab- 
lished the agency with which he was 
connected for 40 years. He was one of 
the organizers of the National Associa- 
tion of Life Underwriters. 

Ira L. Head, 57, who entered the 
service of the Western & Southern Life 


in 1902, and who is a brother of H. 
Thomas Head, superintendent of agen- 
cies, died Nov. 3 in Indianapolis. He 


served the company at the home office 
and in Indianapolis and Anderson. 


A 300-pound deer is in the cooler 
ready for the annual deer dinner of the 
Oklahoma City agency of the Kansas 
City Life Dec. 3. For seven years L, C, 
Mersfelder, general agent, has gone to 
the mountains of New Mexico to get a 
deer for this event, and this year topped 
all records with a 300-pounder, with un- 
usually fine antlers. 


Curtis C. Williams, counsel for the 
Federal Union Life, has been appointed 
service director of Columbus, O., by W. 
H. Worley, newly-elected mayor. Mr. 
Worley defeated James J. Thomas, who 
has served 12 years as mayor. Mr. 
Thomas was for 23 years auditor of the 
American Insurance Union. 


Clifton Biecknen of Chicago, assis- 
tant editor of the “Insurance Field” 
at Chicago, working with Associate Edi- 
tor T. R. Weddell, is transferred by his 
publication to New York as associate 
editor in charge of its news bureau 
there, succeeding John M. Francis, who 
goes with the insurance department of 
the New York “Journal of Commerce.” 
Mr. Blackmon is a native of Dallas. 
He attended Texas Christian college 
and Southern Methodist University. He 
then went to the University of Missouri, 
specializing in journalism. He joined 
the reportorial staff of the Dallas 
“News.” In June, 1929, he went with 
the “Insurance Field” at Louisville and 
early last year he was transferred to 
Chicago. 


Walter W. Head, well known banker, 
who has a number of insurance connec- 
tions, has been elected president of the 
Morris Plan Corporation of America, 
succeeding A. L. Babcock. Mr. Head 
made his record in Omaha and then was 
called to Chicago to be president of 
the State Bank of that city. Shortly 
thereafter, the State Bank was merged 
with the Foreman institution and Mr. 
Head became president of the combined 
organization. Then the Foreman Bank 
was taken over by the First National 
and Mr. Head was left adrift. 

Mr. Head is chairman of the board 
of the American Union Life of Omaha 
and is a director of the United States 
Fidelity & Guaranty. He was until re- 
cently a director of the New York Life. 


George Huskinson, chairman of the 
board of the Prudential Casualty & 
Surety of St. Louis, died of heart dis- 
ease Friday morning while walking on 
the street there. Mr. Huskinson gained 
his first insurance experience with the 





prise at this remarkable longevity for 





McKinney Insurance Agency at Alton, 








Nove 






















ie 





Ul 


—p 2 — = 
TsSak’Faan? tf 


November 13, 1931 LIFE INSURANCE EDITION 
































First Policy Issued 
In September 1851 


On its Eightieth Anniversary, the Phoenix Mutual Life Insurance Company of Hartford, 
Connecticut, re-affirms its belief in the simple, logical principles upon which its pro- 
gress has been built. Each passing year has deepened the conviction that (1) adequate 
service to the public can be accomplished only through men carefully selected and 
thoroughly trained, and (2) that such representatives will uphold the high standards 
of the Company and make the greatest contribution to the welfare of its policyholders. 


The Phoenix Mutual will continue to build its field organization of carefully selected 
and thoroughly trained men. It will continue to support them liberally with advertising 
and other selling aids. Its purpose is to enable them to enjoy the generous rewards 
made possible by quality business and the most efficient use of time. 


That is why Phoenix Mutual service will always be attrac- 
tive to business men of outstanding ability and discernment. 
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—in insurance selling 


We honestly doubt that there will ever be a 
selling plan so perfected that some personal 
effort will not be required of the salesman. If 
there ever is one though, our representatives 
will be among the first to benefit from it. 


No, we can't offer you selling plans that will 


entirely replace individual effort. 


But we do 


have "free wheeling plans''—direct-mail, indi- 
vidual presentations, and other up-to-date 
promotional materials that make selling suc- 
cessful with the minimum of effort. 


@ For information address: 
A. R. Perkins, Agency Manager 
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Ill., where he made his home for many 
years. He was made a clerk in the 
actuarial end of the Illinois insurance 
department in 1898, getting his training 
under the late J. J. Brinkerhoff. He 
served as assistant actuary under five 
administrations. He resigned from the 
insurance department when Frank O. 
Lowden was governor to become bank 
examiner. He was appointed assistant 
superintendent of insurance in 1921 and 
superintendent Jan. 26, 1927, serving 
until he resigned, being succeeded by 
the present incumbent, H. W. Hanson. 
Mr. Huskinson had been in rather deli- 
cate health for some time and after he 
left the superintendent's office he went 
out to Colorado to recuperate. He be- 
came stronger and took up his work 
with the Prudential Casualty & Surety. 

About 60 representatives of Michigan 
companies turned out for a testimonial 
banquet in Windsor, Ont., for Commis- 
sioner C. D. Livingston in recognition 





of his recent election as president of the 
National Convention of Insurance Com. 
missioners. Mr Livingston was pre. 
sented with a completely outfitted 
traveling bag and brief case. 

One of the suggestions made at the 
meeting was that the Michigan stock 
company executives form an organiza- 
tion. Among those who paid tribute to 
Mr. Livingston were J. A. Reynolds, 
president Detroit Life; H. B. Correll, 
deputy commissioner; W. G. Curtis, 
president National Casualty; T. G. 
Baillie, president Title Guaranty & Cas. 
ualty; C. A. Reekie, vice-president De- 
troit Fire & Marine, W. T. Benallack, 
secretary Michigan Fire & Marine: 
Clarence Ayres, president American Life 
of Detroit; G. K. Marsh, president De. 
troit National Fire; J. H. Thom, vice- 
president Standard Accident. 

L. T. Hands, vice-president Michigan 
Life, who was Mr. Livingston's prede- 
cessor as commissioner, was among 
those in attendance. 














LIFE AGENCY CHANGES 








O’Neal Is Appointed Manager 








Takes Charge of Shreveport, La., 
Agency for Mutual Life of 
New York 
Henry A. O'Neal, special agent of 


the Mutual Life of New York at Shreve- 
port, La., has been appointed manager 
there, with offices at 327 First National 
bank building. Mr. O’Neal entered life 
insurance in 1912 and joined the Mu- 
tual Life of New York as a special 
agent in 1919, since which time he has 
constantly been a member of the Quar- 
ter Million Club. 


Don T. Dillon 


Don T. Dillon has been appointed 
general agent of the Atlantic Life at 
Portsmouth, O. Before going with the 
company he was with the Pacific Mu- 
tual Life. He was born in Portsmouth 
in 1900. He attended the University of 
Pennsylvania and was in the furniture 
business before getting into life insur- 
ance. 


Earl C. Heap 


Earl C. Heap, formerly with the 
Cleveland office of the Phoenix Mutual 
Life, has been transferred to the new 
office just opened in Newark as man- 
ager for northern New Jersey. For the 
past two years Mr. Heap has been 





traveling out of the Cleveland office as 
supervisor, training men and _ supervis- 
ing agencies. 


King Heads Life Department 


Tongue, Brooks & Zimmerman, Bal- 
timore, general agents Sun Life of 
America, have appointed James D, 
King life insurance department man- 
ager. The appointment marks the first 
move in an expansion program in the 
life field. Mr. King was with F. A, 
Savage & Sons, general agent Union 
Mutual Life, and before that was con- 
nected with the Mutual Benefit of New 
Jersey. 


W. B. Abbott 


W. B. Abbott, formerly of Wichita 
Falls, Tex., is now the general agent 
for the Manhattan Life at Little Rock, 
Ark., with offices in the Donaghey build- 
ing. 


Life Agency Notes 


E. L. Kiel, recently superintendent of 
the Life of Virginia in Cleveland, has 
been transferred to Detroit. 

Cc. B. Adams, several years manager 
for the Business Men's Assurance at 
Nashville, Tenn., has become claim ad- 
juster for that and surrounding states 
with headquarters at Nashville 

Frank T. Ferris has succeeded F. L 
Klingbeil as superintendent of the Pru- 
dential in Cleveland. At one time he 
served in Cleveland under Mr. Klingbeil 
but since 1926 has been superintendent 
at St. Louis, 
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New Record in Woods Agency 


Writes $12,438,527 New Business on 
2871 Lives in October—Syracuse 
Wins on Points 








October was a record month for the 
Edward A. Woods Company, Pitts- 
burgh, general agent Equitable Life of 
New York. A report by William M. 
Duff, president and manager, shows that 


2,871 persons applied for policies 
amounting to $12,438,527. It is said to 
be the largest month’s business pro- 


duced by any single agency in the world. 

The sales force worked under the in- 
spiration of an intensive football cam- 
paign which was divided into four quar- 
ters of five days each. Each day was 
considered a game in itself and the 
Woods Agency was pitted against an- 
other prominent Equitable agency, W. 
L. Boyce of Syracuse. 

Pittsburgh ran consistently ahead of 
Syracuse in actual applications written 
and many days produced three times 
more. On Oct. 28, the last day, the 








Woods Agency wrote 1,147 applications, 
more than the 1,107 scored by its op- 
ponent during the entire 28 days. 

However, Pittsburgh was __handi- 
capped in the contest, every application 
counting as one application, while Syra- 
cuse was given a scoring factor of 2.72 
for every application. On this basis the 
final score for the football contest was 
Syracuse 3,011 points and Pittsburgh 
2,811 points, which actually represented 
2,811 applications. r 

The final report from Vice-President 
W. W. Klingman, in whose honor the 
contest was promoted, shows that 
among the 22 agencies in the eastern 
department the Woods Agency pro- 
duced 33 percent of the total 8,436 appli- 
cations for $34,622,793. 


Chicago Meeting Held 


The Chicago agencies of the Fidelity 
Mutual Life, managed respectively by 
C. A. Scholl and V. M. Burke, held a 
joint luncheon meeting in honor of Vice- 
president Frank H. Sykes and Assistant 
Manager of Agencies A. G. Tuthill. 

James H. Brennan acted as toast- 
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Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
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ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7398 


CHICAGO, ILL. 











L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 
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FRANE J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 
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Consulting Actuary 
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ALEXANDER C. GOOD 
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807 Paul Brown Building, St. Louis 
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800 Securities Building, Kansas City 








NEW YORK 





LIFE INSURANCE 


master. Mr. Burke spoke on prospect- 
ing and recruiting, while Mr. Scholl dis- 
cussed the head office campaign for 15 
bona fide interviews each week the last 
quarter by each full-time agent. 


La Bounta Agency Contest 








Trip to Northwestern-Minnesota Game 
Is Prize Hung Up by Minneapolis 
General Agent 





Handsome results were achieved by 
the L. W. La Bounta general agency 
of the Penn Mutual at Minneapolis in 
a true “football” contest during October 
in which agents won a good part of 
their expenses to the Northwestern-Min- 
nesota football game at Chicago. The 
agency wrote $1,358,000 in the month, 
reporting $1,066,000. This was 400 per- 
cent increase over October, 1930, and 
233 percent over the best previous month 
this year. 

Goal Set at Million 


Mr. La Bounta had set the goal at 
$1,000,000 paid for. Quotas were set 
and agents exceeding individual quotas 
benefited by having part of their Chi- 
cago expenses defrayed by Mr. La 
3ounta. A large golden football divided 
into seven sections was set up in the 
agency room, representing the $50,000, 
$35,000, $25,000, $15,000, St. Paul, office 
and brokerage groups. A section of the 
ball was colored maroon, the Minnesota 
colors. The football idea was continued 
throughout the month, each noon the 
entire agency going into a “huddle” to 
analyze the previous day's accomplish- 
ment, luncheon being served in cafeteria 
style at each session. On one side of 
the room was a reproduction of a Pull- 
man coach, the football special, in which 
appeared the faces of those who paid 
for their quotas. College atmosphere 
was given by radio and phonograph 
records of varsity songs. 

The largest case written in the month 
was $50,000 and that was the only one 
of that size included in the final report. 
Only $12,000 came from _ brokerage. 
There were 234 applications. 





Writes $1,500,000 in Week 


The A. M. Embry agency of the Equi- 
table of New York in Kansas City, Mo., 
wrote approximately $1,500,000 in new 
business last week on 280 cases. 





Breaks 27-Year Record 


The O. Sam Cummings agency of the 
Kansas City Life in Texas wrote more 
business in October this year than it 
has written in any October for 27 years, 
having placed approximately $2,000,000 
on the books with an average premium 
of $30 per thousand. 
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OPENS BROKERAGE DEPARTMENT 


Martin T. Navin, Chicago general 
agent of the Continental Life of St. 
Louis, has announced the opening of a 
biokerage department in his offices in 
the Insurance Center building, 330 
South Wells street. Mr. Navin although 
one of the youngest general agents in 
point of service with the company, has 
led the entire staff for several succes- 
sive months, 

* * * 
GRAY CONDUCTS SCHOOL 

A. E. N. Gray, assistant secretary of 
the Prudential, was in Chicago this week 
conducting a field school of the ordinary 
department of the Prudential there un- 
der Manager A. Van Goldman. 

x * * 
ATLANTIC LIFE MOVES 


Reed M. Wilson, manager Chicago 
branch office Atlantic Life of Virginia, 
has moved to his new offices and is now 
located in A-1730 Insurance Exchange. 
He took over management of the branch 
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five months ago and has built up a fine 
agency organization of 16 producers. 
October was one of the largest months 
since the company opened its offices in 
Chicago two years ago. 
““ 2 
ADAM AT AGENCY MEETING 


Malcolm Adam, assistant vice-presi- 
dent of the Penn Mutual, is to be the 
principal speaker at a dinner meeting 
of the Stumes & Loeb general agency 
of that company in Chicago Nov. 17. 
Mr. Adam will talk on “Underwriting.” 


* 
SNYDER GETS RESULTS 


K. G. Snyder, Chicago manager De- 
troit Life, after three months in charge 
of this agency holds the distinction of 
ranking second for the United States 
for the month of August. In August 
Mr. Snyder was the leading personal 
producer and the agency as a whole 
ranked third in the country. 


The United States district court at 
Fargo, N. D., has appointed a trustee in 
bankruptcy for Arthur F. Colwell, for- 


mer well known general agent in that 
state. 














IN THE SOUTH AND SOUTHWEST 




















All Set for Insurance Days 





New Administration Trends, Selling and 
Credit to Feature Discussions— 
Many Notables to Attend 





CHARLOTTE, N. C., Nov. 12.— 
New trends in insurance administration, 
selling and credits will occupy the at- 
tention of the 350 or more agents, man- 
agers and company officials who will 
attend the North Carolina Insurance 
Days here Nov. 17-18. 

Both morning and afternoon business 
sessions and a banquet in the evening 
will feature the first day. Some of the 
outstanding figures to appear that day 
are Elbert Storer, Indianapolis, presi- 
dent National Association of Life Un- 
derwriters; Henry Swift Ives, special 
counsel Association of Surety & Cas- 
ualty Executives; James L. Case, Nor- 
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wich, Conn., past president National as- 
sociation of Insurance Agents; James 
A. Beha, general manager National Bu- 
reau of Surety & Casualty Underwrit- 


ers, and E. C. Stone, United States 
manager Employers Liability. Mr. 
Case will discuss the credit limitation 


idea taken up at the National conven- 
tion in Los Angeles. 

Wednesday, with a morning discus- 
sion session and an executive session 
of the federation, will afford as leading 
figures Oliver Thurman, vice-president 
Mutual Benefit Life; Julian Price, pres- 
ident Jefferson Standard Life; Raymund 
Daniel, associate editor “Insurance 
Field,” and T. Alfred Fleming, con- 
servation supervisor National Board.. 
An extensive program of golfing and 
amusements also have been arranged. 


Standard Life Strives to 
Pass the Six Million Mark 








The agency force of the Standard Life 
of Mississippi is engaged in an intens- 
ive drive for new business so that the 
company can wind up its second year 
with six millions in force. 

All correspondence leaving the home 
office carries the following slogan at the 
bottom: “Six Million in Force by Nov. 
18.” A little less than $200,000 is needed 
now to reach the goal. 

The growth of the Standard Life has 


been consistent. In its first year it 
wrote enough paid for business to place 
in fourth place in the state. 

T. E. Hand, executive vice-president, 
and Carlton E. Stevens, agency direc. 
tor, realize the necessity for trained men 
out in the field. The first five days of 
each month a training school is held at 
the home office and different sets of 
men are brought in and thoroughly in- 
structed. The results have been grati- 
fying. At the present time there are 
approximately 68 agents producing busj- 
ness monthly and the business being 
written now averages a little better than 
$300,000 per month. 





Guaranty Income Agents Meet 


The Guaranty Income Life’s agency 
convention in Baton Rouge was at. 
tended by 50 agents. G. A. Foster, 
president, and F. G. Ray, actuary, were 
in charge. A new rate book was dis- 
cussed and explained, the book embrac- 
ing a complete range of policies. The 
new expansion program policy which 
was introduced at the meeting was ex. 
plained and proved a very attractive ve- 
hicle for the agent. 

At the present rate of production the 
company will show a very substantial 
increase in business for the year. Lapses 
are being cut to a large degree and a 
noticeable improvement is seen the past 
four months. 

The first copy of the Guaranty In. 
come Life “Bulletin” made its appear- 
ance recently and is a very attractive 
and interesting publication. It is edited 
at the home office by F. G. Ray and E, 





S. Morrison. 








PACIFIC COAST AND MOUNTAIN 














Union States Life Record 





New Portland Company Will Have 
$5,000,000 in Force When It Secures 
Its License 





The Union States Life of Portland 
has been gathering in applications for 
insurance pre- 
paratory to its 
being licensed. 
During the last 
six months 


about $4,000,- 
000 in new 
business has 


been written 
with all re- 
quired pre- 
miums paid. 
The only type 
of policy of- 
fered during 
this period was 
a so-called 
founders’ pol- 
icy and the 
maximum 
amount was $5,000. W. E. Hibbard, 
president of the company, announces 
that the financing program has been 
completed during the last year and a 
half by the Capitol Underwriters Cor- 
poration, owner of the Union States 
Life. The subscription list has been 
closed and the organization will devote 
all its time to soliciting straight insur- 
ance. The formal licensing of the Un- 
ion States Life will probably be an- 
nounced the latter part of the month. 
J. N. Barde, president of the Barde 
Steel Company, has been elected a di- 
rector. It is expected that the Union 
States will have at least $5,000,000 of 
insurance when it is officially opened for 
business. Mr. Barde following the war 
purchased all the known steel left valued 
at approximately $50,000,000. He also 
bought 350 shipping board vessels which 
he taneare to wreck and recover the 
steel. 

Associated with Mr. Hibbard in the 
Union States Life are F. F. McGinnis, 
vice-president and superintendent of 








W. E. HIBBARD 


Pushes Home Ownership Plan 


Providential Assurance of Santa Bar- 
bara, Cal., to Combine Thrift 


and Protection 








The Providential Assurance of Santa 
Barbara, Cal., recently organized under 
the California law which regulates com- 
mercial assessment associations as dis- 
tinguished from mutual benefit and life 
associations, was licensed by the Cali- 
fornia department a few weeks ago and 
is now writing business. It will spe- 
cialize in the writing of a home owner- 
ship plan which combines thrift with 
protection under what are termed mem- 
bership income -trust certificates, 
through which the holder can arrange 
to finance the purchase of a home. Life 
insurance will also be written and for 
the present all policies for $1,000 or 
more will be reinsured. 

A. W. Robinson, Santa Barbara at- 
torney, is president; Dr. Floyd J. 
Swift, Oxnard, first vice-president; W. 
E. Soule, second vice-president; Dr. H 
L. Schurmeier, Santa Barbara, treas- 
urer; A. E. Ward, secretary, and H. T. 
Holmes, sales manager. Coates & Her- 
furth of Los Angeles are consulting 
actuaries, and Brewster Insurance 
Agency, Los Angeles, is district man- 
ager. 








ance experience; J. B. Krutza, office 
manager; J. R. Daley and Hunter 
Glover, fiscal agents. 





Bryson Addresses Managers 


George T. Bryson, inspector of agen- 
cies Sun Life of Canada, was guest 
speaker at a luncheon meeting of the 
San Francisco General Agents & Man- 
agers Tuesday. The association cele- 
brated Armistice Day with a golf tour- 
nament. 


Young on Agency Tour 


Pearce H. Young, superintendent of 
agents for the Central Life of Iowa, left 
Nov. 8 for a two weeks’ tour of agen- 
cies in Minneapolis, Wenatchee, Wash, 








agents, who has had 33 years life insur- 











Seattle, Portland and Denver. 
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__ACCIDENT- AND HEALTH FIELD 








Conference on Coast Rulings 





Commissioners of Many States to Attend 
A. & H. Meeting at Salt Lake 
City, Nov. 18 





A conference on the accident and 
health rulings issued by the insurance 
commissioners of the Pacific Coast and 
mountain states, in which they were 
recently joined by Commissioner Hors- 
well of South Dakota, covering the use 
of the wrecking and disablement clause, 
payment of hospital benefits and cover- 
age of septicaemia, will be held at the 
Hotel Utah, Salt Lake City, Nov. 18. 
Commissioners of practically all the 
states involved have already indicated 
their intention to attend the meeting. 


Committee Is Named 


As a result of informal discussion of 
these rulings, accident and health com- 
panies of all classes have named a com- 
mittee of five to represent them at the 
meeting. The individual companies also 
have been invited to attend or send ad- 
ditional representatives if they wish. 
These rulings were agreed upon by the 
western commissioners at a meeting 
held in Portland just before the annual 
meeting of the National Convention of 
Insurance Commissioners and no hear- 
ing was given to the companies before 
they were sent out. Opportunity will 
be given at the Salt Lake City meeting 
for a full discussion of all the questions 
involved and it is hoped that the com- 
missioners may decide to modify their 
rulings in some important features, par- 
ticularly as to making them retroactive. 

The company committee consists of 
E. St. Clair, North American Accident, 
chairman; Manton Maverick, Continen- 
tal Casualty; C. O. Pauley, Great North- 
ern Life; James F. Ramey, Washington 


National, and L. U. Stone, Pacific Mu- 
tual Life. 





Free Accident Policy Is 
Offered to Subscribers 





The Chicago “Herald and Examiner” 
and the Chicago “Evening American,” 
Hearst newspapers, have introduced 
something new in the newspaper policy 
field. Accident policies in the Conti- 
nental Life of St. Louis are being of- 
fered to home delivery subscribers with- 
out charge. Heretofore the “Herald 
and Examiner” has had an arrangement 
with the Continental Life for the sale 
of policies to subscribers at $1 a year. 

The policy provides $10,000 if the in- 
sured, while riding as a fare paying pas- 
senger, is killed by the wrecking of any 
railway passenger car; $5,000 for the 
wrecking of any passenger steamship or 
street railway car, elevated railway or 
subway car; $1,000 for the wrecking of 
taxicab, public omnibus or automobile 
stage; $1,000 for the wrecking or dis- 
ablement of any private automobile; 
$500 for the wrecking or disablement 
of any taxicab, motor bus, street, ele- 
vated or subway car if the insured is 
a conductor or motorman; $500 for the 
wrecking of various farm vehicles; $100 
a month for total disability from inju- 
ries received according to terms of the 
policy. There are other indemnities 
covering loss of life, time or limb. 


North Carolina Ruling Made 


The North Carolina department has 
notified accident and health companies 
that hereafter they cannot issue policies 
in that state paying benefits to an as- 
sured while “violating the law.” They 
can issue policies paying benefits to 








policyholders while committing a felony. 








NEWS ABOUT 


LIFE POLICIES 








Policy Literature, Rate Books, etc. 
PRICE, $5.00 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the “Unique Manual- 
Digest” and *‘Little Gem,”’ Published Annually in May and March respectively 











Equitable Explains Policy 





Clarifies Status of Disability Clause on 
Conversion of Term Contracts 


After Nov. 9 





The Equitable of New York explains 
its practice in respect to adapting disa- 
bility income to five-year term policies 
issued on or after Nov. 9, as a result 
of inquiries following decision to go on 
a conservative disability basis. Since 
no change is effective Nov. 9 in rates 
charged for waiver of premium benefit 
to women nor for full disability bene- 
fits issued on men ages 50 and under, 
the company will continue for the pres- 
ent in the case of current five year term 
conversions to the plan originally se- 
lected, to include disability income if 
provided for in the original term policy, 
and to charge rates on the present basis 
even though under the rules in effect 
Nov. 9 the full disability clause may 
not be available for regular new busi- 
ness, 

It is explained that in the future if 
the basis of premium rates for such disa- 
bility benefits as the company may 
thereafter issue be changed, a Corre- 
sponding change probably will be made 
m rates for such benefits as may be 
continued for conversion purposes only. 
Conversions on the pre-elected plan ret- 
Foactive to original date of issue will 
continue to be made under present rules. 
The disability clause included and rates 





charged will be those in effect at the 


register date of the term policy. Since 
no evidence of insurability is required 
in these term policies, such conversion 
could not be affected by any rule which 
may be adopted regarding the maximum 
amount of insurance to be issued on a 
single life. 





Aetna Life 


The Aetna Life announces that there 
will be no change in 1932 as far as its 
present dividend scale on participating 
policies is concerned or in the present 
rate of excess interest payable on either 
non-participating or participating poli- 
cies. 


Provident Mutual Life 


Directors of the Provident Mutual 
Life have voted to continue the present 
dividend scale on life and endowment 
policies for 1932. 


Columbian National Life 


The Columbian National Life announces 
a new retirement annuity, written to 
provide at age 65 for men and age 60 
for women a cash refund annuity pay- 
able for life but the option is given of 
having the annuity commence at an 
earlier or later age, the amount of such 
annuity varying according to age at 
which it starts. Furthermore, in lieu of 
a cash refund annuity, a straight life 
annuity or a life annuity with ten years’ 
payments guaranteed may be selected. 

The contract has surrender values be- 
ginning at the end of the second year. 
In event of death before the annuity 
commences the beneficiary receives the 
cash value or total premiums paid, which 











Quick Millions 
for Relief 


This practical suggestion has been made to his 
associates by Manuel Camps, Jr., our hardheaded Gen- 
eral Agent in Providence, R. I. We are glad to pass 
it along to the underwriting fraternity throughout the 
country, believing it to be sound, easy of adoption, and 
of tremendously helpful possibilities. Says Mr. Camp:-- 


‘In connection with President Hoover’s nationwide 
appeal for relief for the unemployed, may we offer the 
suggestion that every man in this Agency sell an extra 
thousand dollars of business, before Thanksgiving, and 
contribute the commission therefrom to the local 
committee on relief, in addition to his community con- 
tribution? If every agent in the United States did this 
it would result in increased millions of dollars for relief. 
If we in this Agency do it, it will not only result in cash 
to the Relief Committee, and protection for our clients’ 
beneficiaries, but it will also result in untold satisfaction 
to our own selves.”’ 


THE PENN MutTuat LiFe INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 
Independence Square Founded 1847 


























The Insured 
Wants Security Too 


For years business men have depended 
upon life insurance to take care of their 
dependents. Now more than ever before 
they look to it to safeguard their own 
future. 


No safer investment can be found than 
our Life Income plan. It guarantees a 
definite monthly income beginning at 
age 55, 60 or 65 and continuing for life. 
It insures life and earning ability until 
the retirement age selected. 


This is the type of investment business 
men are looking for today. 


For rates, advertising, etc., call our 
local office or address 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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ever amount is larger. The contract is | ment will be allowed at the rate of 48 ees 
based upon a unit annual premium of | percent. For the policy settlement year -= 
$100 regardless of sex or age, the pre- | commencing in 1932, apportionments of 
mium being payable each year until the | surplus interest payable under settle. 
=@ retirement age. No contract will be] ment options A, B, C, D and E will be 
b issued with a smaller annual premium | computed on the basis of 4.8 percent, 
. than $25. Disability benefits will not be 
Here’s a letter received the other day from a er Soe wae —— Pa Pragya Berkshire Life 
istric , ao 6 Cty 4 - " discontinue he income sab } a- , . 
District Agent whose cunnection with our com comm om Mepemnhar tnt. The Berkshire Life will not reduce its 
pany dates from March 1, 1923—it speaks for Retire- Cash Value dividends for 1932 nor lower the rate of 
eae Age at ment at Retire- interest earned on funds left with the 
: ‘Issue Age ment Age company, the rate now being 4.8 percent 
; : . . P 25 55 $5,407 It was announced at a meeting of th 
; 8 years a 8 s he has stantly 3 : 55 3,997 : , *j - 
\ For years and months he has con tantly) and 0 55 3.997 Mow York City general ageney that a 
z| consistently solicited and sold life insurance in a S 55 tty present no change has been made in the 
° e . . . . . vo + m 7 “— 20: i. ~ 
‘ city of 1,000,000 population “within 30 minutes of 45 55 1,104 underwriting of disability insurance, but 
at 50 55 481 that after Jan. 1 modifications would be 
home J a Se announced. 
:. Northwestern Mutual ——_ 
sag say" ego ree ee ee SS The Northwestern Mutual has mailed American National 
™ arat wes ; Cras starter m oe Aerie wai _— ee ve to its field representatives the dividend The American National of Galveston 
that underwriting is the Greatest Occupation in the World, and that The manuals setting forth the scale effective | will have a new rate book available for 
Ohio State Life Insurance Company is the greatest institution in America. At in 1932. The 1931 dividend scale has | its agents in a few days. W-. 8S. Me. 
ae = ~ . . . been continued without change. Leod, secretary of the board of contro], 
least, associating with many other agents, I did not find a company that gives In 1932, interest on unpaid instalments | states that rates in a number of jn. 
as much support and encouragement as our Company gives— under death claims in course of settle- | stances will be reduced. 
Of course, to be a successful agent, it is not sufficient to have the Com- 
pany’s support alone—the agent must be convinced that his business is the EWS OF LIFE ASSOCIATIONS 
Greatest in the World, and he needs to make every effort to serve his Pros- N 
pects and Policyholders to the best of his knowledge and ability ; and in writing 
an Application his thought should not be first of the commission he earns, but ° 
= , . . ro e ed 
of the good thing he does for his Policyholder— New York Meeting Is Held B wn R elect Texas Prexy 
. * » - : - ce h 7 > a o 
a oe my experience "1 - e the sae bby started Autumn Gathering of the State Life Seek to Raise Standards Through Edu. N 
to realize that Life Insurance is not only one of the best and safest forms of cation — Consider Prohibiting Fire 


Underwriters Association This 


Week at Utica 


investment and protection, but that it is the on/y safe investment and protection 
in the World. Yours truly, 


Men From Writing Life 


LEOPOLD SZEGO. 


Mr. Szego’s Personal Paid-for Production totals $1,443,724 . \ —-"s ae 
working 8 years and 8 months “within 30 minutes of home.” York State Association of Life Under-| ciation of Life Underwriters at its an- 
It's not Territory Expensively Covered but Population In- writers will hold its annual fall meet-| nual meeting at Houston. The follow- 
tensively Worked that counts. Tell it all in your first ing tomorrow at Utica. Among the ing vice-presidents were elected: First 
letter to 7 questions to be discussed are the law *, 
etter to O. Sam Cummings, Dallas; second, Tom 
JOHN M. SARVER, President. of perpetuities _ the a - part; |D- Taylor, Fort Worth; third, M. H 
time agents. hose who wi attend / 7, 7 "he .¢ a Ga ae 

t gram, Abilene; fourth, Floyd Stude 
THE OHIO STATE LIFE INSURANCE COMPANY from here include G, A. Kederich of Amarillo, and fifth, J. S. Smith, H ; 
Columbu * Brooklyn, district supervisor of the New empath yg es Ee an a ous- 
s, Ohio York Life, who is president of the state decided that the work of | 

' association; C. D. Connell of Wells & the association should be both inspira- | 
LIFE HEALTH ACCIDENT Connell, general agents here of the tional and educational and through this 


Provideat Mutual, and J. S. Myrick, work underwriting standards can be 


Matthew Brown, San Antonio, was 
reelected president of the Texas Asso- 


NEW YORK, Nov. 12.—The New 






































2 manager of the Mutual Life of New raised. Many of the existing evils like ; 
York The place for next spring’s ae and rebating can be cured by 
annual meeting and sales congress will holdes oe _ — - policy. 

T F A F C be determined at tomorrow's meeting. | (O°CSTS t_was also decided that the 
ii a Texas association should work in closer 
San Francisco—A record attendance | Cooperation with the Association of Life | 
IFE INSURANCE can be explained in plain, everyday language. marked the meeting of the San Fran- Agency Officers. 
The facts can be simply stated. People need to be told about life cisco association Nov. 9 when Dr. E. K, A motion was passed recommending 

insurance by one who knows life insurance and its adaptability. Sales- Strong, Jr., professor of psychology at/ an investigation by the executive com- 1 

men of integrity, ability and courage who will work systematically and plainly state Stanford University and author of “The | mittee of the advisability of prohibit- 

the facts of life insurance service will be Masters of their craft and successful. Psychology of Selling Life Insurance, ine fire aiaie ~ . : 
was the principal speaker. Gerala F. | 8 re and casualty agents Irom writ- UN 

Tue Mutua Lire or New York, with its long history of increasing success, offers McKenna, Penn Mutual Life, presided. ing life insurance, as a bill was recently 

opportunity. It writes Annuities and all Standard forms of life insurance. Deuble passed in Texas prohibiting life men 

Indemnity Benefits. It has many practices to broaden and expedite service for Field from selling fire and c vl 

Representatives and for Policyholders. Peoria, 11.—Paul | w. Cook, Chicago . selling fire and casualty lines un- 

: tae im Life i agency instructor Mutual Benefit Life, | less the office is in a fire and casualty C 
at ee ek ee ee was the principal speaker at the Peoria | agency. Another motion was passed 
association’s November meeting. that the president should appoint the 
} m ." gain Je — a Bn secretary and they should both live in ahs 
° ie cours yhic s now « ess ' « Ms : agi 

The Mutual Life Insurance Company __ ||: iesaieeSiatec "ana whied "ne ite | te s8me, town, and thas cooperate be _ 
underwriters to avail themselves of the ir wor — 

of New York opportunity to take the course. Inter- * * * : 
34 Nassau Street ° New York, N. Y. est regarding the aims and accomplish- Southwest Texas—-The Sout hwest 
ments of the course were presented to | TeXas assoc iation held its monthly 
DAVID F. HOUSTON GEORGE K. SARGENT each one present. luncheon meeting at San Antonio with O 
President 2nd Vice-President and * * * J. L. Lawrence, presiding. Matthew 1 
Manager of Agencies Kansas City, Mo.—Underwriters were | Brown gave a report on the state con- Ay 
scored for their lack of fighting spirit vention at Houston, with a brief sum- C 

mary of the things which the Texas as- 





in the face of the depression by George ee : 
H. Harris, Sun Life of Canada, at the | 80ciation hopes to accomplish. 
Kansas City association’s meeting last C. C. Wolfe, speaking on “The Value 
week. of Monthly Income Insurance,” developed 
O. Sam Cummings, Texas general | the thought that the man who works for 
agent Kansas City Life, will speak at | ™oney rather than what money buys is . 
the December meeting. Outstanding | T@re. He emphasized the thought that in 
speakers are being sought to speak at| the form of protection which interests ; 
meetings the next three months, includ- | 2!! men is that which can be translated in 
ing Clay W. Hamlin, Mutual Benefit Life, | into the terms of living—food, clothing, | 
Buffalo; Elbert Storer, president Na- | 2nd shelter for the loved ones. The ap- A} 
0; 





rement 
Plans 


Family Income_Plans 
Annuities ~ Endowments 













tional association, and Henry W. Abbott, | Peal that will gain a _ hearing when 


Massachusetts Mutual, Pittsburgh gen- | Others fail is, he said, the monthly in- 
come policy, with a stress on safety. 
















eral agent. 
Business Reid Hake, national committeeman, *x* * * 
In ur. was reelected. ied gh be Colorado—A special meeting held by 
su ance a oe the Colorado association at Pueblo, I 
| Oklahoma—The tentative date selected | Nov. 4, for the benefit of southern Colo- Ke 
nvestment. nt Insurance. for the annual sales congress of the Ok- | rado members was very successful and see 
lahoma association is Jan. 23 at Okla- | attended by 143 life men. Over 40 dele- Col 
A policy to fit Cvery y Hife. Wsulance needa. homa City. A constructive program to] gates from Denver drove to Pueblo for W 
include one or more national speakers | the meeting. 
is being —— “Create and Save,” a sales demonstra- 
THE LINCOLN NATIONAL LIFE _ Ay tion, was given by Rene P. Banks, Den- 
Cleveland, e—at the meeting of the] ver, general agent, Penn Mutual. Other 
Cleveland association Nov. 20, R. A.| talks were “Objections,” by A. C. Miller, if 
INSURANCE COMPANY Trubey, manager of Guardian Life, | Denver, Connecticut Mutual; “Relation 
Fargo, N. D., will speak on “Your Busi- | of the Industrial Agent to the Life In- 





ness and Mine.” He was originally an| surance Business,” L. H. Moore, Denver, 
Ohio man and his trip to Cleveland takes | assistant superintendent Prudential; 
him back into familiar territory. “Selling the Interview,” L. H. Baine, 0 




















FORT WAYNE,INDIANA 















+ 6 4 a 


7 oe & 


— Ss re 












November 13, 1931 





————————— = 





—— 





_—— ee ee ee 





NO DEPRESSION 
for this man 


He sells something that everybody 
needs—the protection afforded by United 
Life policies which contain ALL IN 
ONE CONTRACT: 


LIFE INSURANCE WITH DOU- 
BLE AND TRIPLE INDEMNITY 
FOR ACCIDENTAL DEATH. 
NON-CANCELLABLE, NON-PRO- 
RATABLE WEEKLY ACCIDENT 
INDEMNITY. 

WAIVER OF PREMIUMS FOR 
TOTAL AND PERMANENT DIS- 
ABILITY. 

In addition to attractive policy con- 
tracts in the form of life, lim- 
ited payment life, endowments, monthly 
income, educational endowments, and 
juvenile insurance he offers 
THE INCOME INDEMNITY CON- 
TRACT—THE NEVER FAILING 
SUBSTITUTE FOR THE SALARY 

CHECK 


His advice to ambitious agents is 
this: Get in touch immediately with 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 


Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 


i odlienetlteeelleaattenedttticaedatieeedtiliemaaattieaettiaamdtiined’ 
SEE ER 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
Per $1,000 thereafter 


reside in Ohio, Illinois, Indiana, 
one, Louisiana, Pennsylvania, Tennes- 
see, West Virginia or the District of 


Write for Sample and Particulars 
This is one of Pen | or contracts 


Federal Union Life 


FRANK M. PETERS, Presidest 
Cincinnati, Ohio 
















Denver, general agent John Hancoc 7 
Mutual, and the “Economic Adjustment,” 
by H. Allen Nye, Denver, general agent 
Equitable of New York Guy J. Gay, 
Denver, agency manager Sun Life of 
Canada, reviewed the Pittsburgh pro- 
gram of the National association 
“<= =z 
Waterloo, Ia.—M. L. Seltzer of Des 
Moines spoke on “The Salesman’'s Dozen” 
before the Waterloo association last 


week. Mr. Seltzer is general agent for 
the Aetna Life and president of the 
Des Moines General Agents’ Association 


The points he stressed included “worth 
»f character, influence of example, vir- 
tue of patience, wisdom of economy, 
power of kindness, pleasure of working, 
value of time, dignity of simplicity, 
power of perseverance advantage of 
originating, obligation of duty and im- | 
provement of talent.” 

Mrs. Seltzer and daughter accompanied 
Mr. Seltzer to Waterloo by plane. 

x * * 

Wheeling, W. Va.—-The Wheeling as- 
sociation has invited C. M. Biscay, ad 
vertising manager of the Western & 
Southern Life to address a meeting in 


that city Dec 65. His subject will be 
“Industrial Life Insurance.” 
* o* * 


Chattanooga, Tenn.—The Chattanooga 
association at its annual meeting named 
Earl N. Webster president; lL W. 
Rhodes, vice-president, and C. H. Grimm 
secretary-treasurer. The executive com- 
mittee is composed of John H. Ab *t 
chairman; J. W. Bishop, Llewellyn Chap- 
man, G. H. Macdonald and G. A. Daven- 
port. 

The speaker was H. J. Cummings, vice- 
president Minnesota Mut ual L 





Baltimore—Fo it wing a recommenda- 
tion that the qualification for licensing 
insurance agents be raised made by 
Commissioner Walsh of Maryland at the 
November meeting of the Baltimore life 
association, the executive committee of 
the association will formulate a plan 
of governing the granting of licenses to 
life insurance agents in Maryland which 
will be presented at the 1933 
the Maryland legislature Judge Walsh, 
whose subject was “A Few Words to 
Life Underwriters,” made = s first official 
appearance to Baltimore nderwriters. 

Other speakers were mari F. Colburn, 
tochester and Syracuse general agent 
Connecticut Mutual, on “What Price 
Production,” and Robert C. Richards, 
agency secretary Atlantic Life, on “Pub- 
licity Methods ser Life Underwriters.” 


session of 


+ 

Philadelphia The P hilad Iphia asso- 
ciation has mapped out an ambitious 
program. It now has its own head- 
quarters in the Real Estate Trust build- 
ing in charge of Charles Cox, new execu- 
tive secretary. 

The schedule of meetings calls for al- 
ternative dinner and luncheon affairs 
The first luncheon meeting will be Nov 
19 with Earl G. Manning, John Hancock 
Mutuai Life, Boston, as the principal 


speaker. An agency building course is 
also being conducted by the Life Insur- 
ance Sales Research Bureau. At the 


second lecture this week G. F. Davies 
discussed the training of established 
agents; relation of “old” organization to 
agency success; how to discover training 
methods; getting old agents to use new 
methods; the process of retraining, what 
to do and how to do it. 

Memphis, Tenn.—An active season for 
life insurance is predicted by E. J. Mc- 
Cormack, Columbian Mutual Life, presi- 
dent of the Memphis Life Underwriters 
Asosciation. 

“At a recent meeting of our associa- 
ticn, it was generally agreed that de- 
pression has taught the value of life 
insurance. Men who otherwise would 
have been sunk have been able to bor- 
row on their policies, and have seen 
their tangible value,” President McCor- 
mack said. 

Optimistic outlook for 1932 life insur. 
ance companies was also voiced by 
Claris Adams, vice-president of the 
American Life of Detroit, who spoke at 
the association’s monthly meeting 

Now that money is again beginning to 
flow in agricultural districts in Memphis 
and tri-states territory, it is believed 
the life insurance business will be one 
of the first to benefit. 

2 2 

Lincoln, Neb.—The Lincoln association 
adopted a new constitution at its meet- 
ing Saturday. It provides that officers 
and licensed representatives of life com- 
panies only are eligible for membership. 
This provoked a discussion over the ad- 
visability of admitting agents of life 
companies that sell thrift coverage but 
who confine their personal sales to life 
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YOU CHOOSE 


Vested Renewals 
Financial Stability 
Excellent Territory 
Equitable Compensation 
Liberal, Modern policies 
Constructive Sales Helps 
Personal Home Office help 
A Company that is forging ahead 
Sympathetic understanding of Agents’ 
problems 


Accident and Health as well as all forms 
of life 


No matter what you want in a life insurance company you 
will find your desire answered in an agency connection with 


The Gem City Life 


INSURANCE COMPANY 
DAYTON, OHIO 


I. A. Morrissett, President, will gladly give you 
complete information. 











Preferred Policies at 
Preferred Rates for 
Preferred Risks 


have been featured by 
this company since its 
organization in 1907, 


Agency openings are 
available in Illinois, 
Indiana, Michigan and 
Missouri. 


BANKERS MUTUAL 


LIFE COMPANY 
FREEPORT, ILLINOIS 


Over $1,800,000.00 paid 
in claims since organization 


Insurance in force 
over $34,000,000.00 
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Richmond 


HE LIFE INSURANCE 
OMPANY of VIRGINIA 


Bradford H. Walker 


President 




















THE HOME LIFE INSURANCE COMPANY 


door-bell. 


OF AMERICA 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents are equipped to serve every need for protec- 
tion. Modern policies are issued on both Industrial and Ordinary 
plans from birth to Age 65 next birthday. The Home Life sales-kit 
means a whole family of potential policyholders back of every 


fp. 





There Is a Home Life Policy for Every Purse and Purpose 
9) 





OVER ONE HUNDRED MILLIONS IN FORCE 


INDEPENDENCE SQUARE 


PHILADELPHIA, PA. 


(INTERESTED IN REPLIES FROM PENNSYLVANIA AND 


DELAWARE) 

















ARE YOU AWAKE TO OPPORTUNITY 


Life Insurance Men of Vision Know That the Greatest 


NOT TOO LARGE 
NOT TOO SMALL 


Ctreulartzation Aids—Supervisor’s 


lf You Are 


IoW. 


Opportunity 
Is with the Company That Is 


WE HAVE THE TOOLS 


Help—Dtrect 
Contracts and Special Producer’s Clubs 
for a General Agency There Is 


Desirable T: 
EBRASKA—MINNESOTA—AND SOUTH DAKOTA 


THE OLD LINE 


NOT TOO OLD 
NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


Participating and Non-P. ~~ Spee. and Wi 
on-Participa —— en omen on Equal Terms—Tetal 


Contracts, Human Relations, Liberal 


Opes fp 


CEDAR RAPIDS LIFE INSURANCE COMPANY 


COL. C. B. ROBBIN 


CEDAR RAPIDS, IOWA 


G. Sigmund—Vice-Pres. & Agency Director 
ri. Cc. B. SVOBODA, Secy. 








= 





SERVICE LIFE 











INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 
ble agents. An unusual agency 
proposition is extended in districts 
where the company is not now 
represented. 
For information write 
B. R. BAYS, President 
JOHN L. OESCHGER, 
Secretary-Treasurer 











Home Office: LINCOLN, NEBRASKA 





insurance only. An officer of one of the 
local companies had protested against 
this as arbitrary, but the association 
voted to restrict membership to life 
company agents only. Commissioner 
Herdman, who was to be the speaker of 
the day, was unable to be present. 
*x* *x * 

Columbus, 0.— Whatever else the pres- 
ent business depression may have done, 
it has demonstrated the value of life in- 
surance, George A. Bredehoft, from the 
home office of the Connecticut General 
Life, told the Columbus association at 
its monthly meeting. Life insurance, he 
said, has helped to keep up the morale 
of business men and has saved many a 
person and many business institutions 
from financial ruin. Because of this 
fact, he said, it is going to be easier to 
sell life insurance in the future than 
it has been in the past. 

Mr. Bredehoft was formerly with the 
Lewis & Garvin agency of the Connecti- 
cut General in Columbus. 

Under the direction of J. W. Ray, 
president of the association, 12 teams 
are being organized to aid in the com- 
munity chest campaign. E. P. Tice, who 
is chairman of the campaign, explained 
the movement and urged hearty coopera- 
tion on the part of life insurance men. 

* * * 

Mississippi—Memorial resolutions for 
Cc. W. Welty, late president of the Lamar 
Life, were adopted by the Mississippi 
association at its monthly luncheon at 
the suggestion of E. H. Hix, president 
of the association, who spoke on Mr. 
Welty’s support of and activity in the 
association. 

A report of the national convention 
was given by S. R. Whitten, Jr. A 
ladies’ night dinner meeting will be held 
at a place to be selected Dec. 16, when 
a national officer is expected to be pres- 
ent. Roger B. Hull, of the National as- 
sociation is scheduled as the speaker for 
the January meeting. 

x * * 

Northern New Jersey—At the monthly 
meeting of the Northern New Jersey as- 
scciation in Newark, A. E. N. Gray, as- 
sistant secretary Prudential, repeated 
his talk, “Just Like in the Movies,” 
which he made before the National as- 
sociation convention in Pittsburgh. Sev- 
eral new members were received. 

*x* * * 

North Dakota—H. R. Cunningham, 
Helena, president of the Montana Life 
and one of the outstanding western in- 
surance executives, was speaker at a 
meeting of the North Dakota associa- 
tion Nov. 2 at Fargo. 


Froggatt & Co. Is Opening 
Los Angeles Branch Office 





NEW YORK, Nov. 12.—In keeping 
with its policy of establishing branch 
offices at all important insurance centers 
throughout the country to afford service 
to its steeadily growing clientele, Joseph 
Froggatt & Co. of this city, consulting 
actuaries and auditors, has opened a 
branch in Los Angeles. This is in addi- 
tion to the offices already maintained in 
Boston, Newark, Philadelphia, New Or- 
leans, Chicago and San Francisco. 

A thoroughly equipped insurance ac- 
countant, Mr. Froggatt in the years in 
which he has conducted this service or- 
ganization, has trained a corps of work- 
ers who know the needs of insurance 
companies and how these can best be 
met, 


Life Insurance Investments 
Aired in Economics Program 





Insurance will be featured in one part 
of the program of the annual meeting 
of the American Economic Association 
at Washington, Dec. 29, Dr. S. S. 
Huebner of the University of Pennsyl- 
vania will act as chairman of the insur- 
ance section. The general topic will be 
investments of life insurance companies. 
R. Riegel of the University of Buffalo 
will present a paper on “Investments 
During the Depression of 1930-31.” S. 
H. Nerlove of the University of Chi- 
cago will speak on the subject, “Should 
Life Insurance Companies be Permitted 
to buy Common Stocks?” There will 
be a discussion by D. C. Rose of Scud- 














der, Stevens & Clark, New York City; 


—=_= 





M. C. Rorty, International Telephone & 
Telegraph Corporation; H. Corey 
College of William & Mary, and J. L’ 
Mahoney, University of Pittsburgh. 


Gets Out New Sales Manual 


The National Fidelity Life has gotten 
out a new sales manual which deals 
particularly with investment contracts 
but can be used for other policies, Very 
clear and readable type is used. There 
are some charts and some statistics pre. 
sented as illustrations. A_ blue print 
chart is worked in conjunction with the 
manual and may be left with the pros. 
pect. 


“Publicity Methods for Life Under. 
writers,” by Arthur H. Reddall, is the 
most complete study of advertising 
methods for the life agent yet written. 
Price, $4. Order from The National 
Underwriter. 








Stephen M. Babbit 


President 


HUTCHINSON, KANSAS 




















KANSAS CITY 


An outstanding hoxel of the middle-west 
offering every service demanded by the 
most exacting guest. 


Daily Amusements 
Music and Dancing--Plantation Grill 


Famous Trianon Cafe 
Also Coffee Shop for Quick Service 

















550 BATHS 


550 ROOMS .... 
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Some Guide Posts in Programming of 


Life Insurance for Prospects to Give 
Them Largest Amount of Real Service 


William DeLoss Love, general agent 
of the Connecticut Mutual at Rich- 
mond, Va., gives some interesting sug- 
gestions in the way of guide posts in 
programming. Mr. Love points out 
certain factors that make for greater 
efficiency in the work of the rate book 
man. Here are his suggestions: 

* 


1. Immediate. Your program must be 
made on the assumption that it will be- 
come operative at once. As conditions 
change in the future, details may be 
changed also to meet such alterations. 


It is much better to have some pro- 
gram than none at all, even though 
that program is not correct in every 


detail. is 

2, Disability Income Protection, and 

of an adequate amount, must always be 
~ 
arranged. oe 

3. Critical Period. The time imme- 
diately following the insured’s death 
will always be the most difficult for his 
family, and the age of the children 
should always be considered in deter- 
mining the length of this period. For 
accurate programming we must know 
the length of this period in choosing 
the certain installments under the de- 
ferred settlements. 

x * * 

4.Lump Sum Cash. Always ar- 
range some lump sum cash to meet 
such needs as expenses of the last ill- 
ness, funeral costs, current taxes (in- 
come, inheritance, estate), a bank bal- 
ance for immediate need, etc. Usually 
you will find a small policy available 
for this purpose. 

x * * 

5. Continuous Life Income for Wife. 
There will rarely be a case where this 
is not necessary and desirable. In some 
instances where there are no children, 
where the amount of insurance that can 
be purchased is small and where -the 
wife is from experience trained to earn 
a living, then only should the income 
be definite for the period immediately 
following the insured’s death. 

It is well to remember that if there 
are children, even though the wife is 
able to work, it will be necessary to 
hire someone to care for the children 
—so her being able to earn really has 
no place in the argument. 


x * x 
6. Education of Children. This is an 
ever-present factor in programming. 


We caution you not to arrange expen- 
sive endowments specifically for this 
Purpose and neglect to provide the in- 
come necessary for the period from 
now until these children are of an age 
for college. This is often done and we 
ask that you guide your client in this. 
Where the amount of annual outlay 
available is small, it is, in my opinion, 
nothing short of criminal to sell short- 
time endowment policies. 
* 


* 

7. Old Age Income for Insured. 
Many of us make the mistake of not 
showing the insured exactly what 
monthly retirement income he can have 
for his old age if life should “go along 





like a song.” We should always show 
this to combat the popular misconcep- 
tion that life insurance is a die-to-win 
proposition. 


* * * 
8. Correct Beneficiaries and Contin- 
gent Beneficiaries. Remember the 


children should be always named in 
policy except where some deferred set- 
tlement has been arranged which cov- 
ers this feature. 

* * * 
9. Date of Birth. It is sometimes 
found that this varies with several poli- 
cies. 

2 6 

10. Probable Future Earning Power. 

This must always be taken into consid- 
eration, as the earning years must nec- 
essarily be the saving years. The par- 
ticular kind of contract should always 
be sold which will bring old age in- 
come when the curve of earning power 
goes down rapidly. 


x *k * 

11. Taxation and Life Insurance. 
Where the size of the estate is small 
you may pass over this feature, but 
only then. 

* 


12. Condition of Outside Estate. Is 





the estate outside of life insurance such | 


that it could readily be turned 
cash without any loss of principal? Ma- 
chinery, buildings, and some property 
may have an apparent value, but if in 
reality they are non-income-bearing, 
they must be so considered. Many 
men in considering their own worth, 
add in such values not realizing that 
they are a burden and may not provide 
income but eat it away as well. ~ 
* * x 


13. Bonds, Stocks, Real Estate, Busi- 
ness. What is the nature of each? 
Could they be converted into cash at 


par? Are they subject to inheritance 
taxes in several states? Is the value 
of the business largely one of good 
will? Is it a corporation? partnership? 


The income which a man derives from 
his business is the family income and 
therefore his business should always be 
taken into consideration. 


x* * * 


14, Other Dependents. An aged mo- 
ther, father, or other dependents should 


into | 





often be 
ment 
port. 


considered and some arrange- 
made to provide for their sup- 
’.o& 4 
15. Interest in Charitable Institutions. 
There is no better method of leaving a 
bequest than through the medium of 
life insurance. Remember that premi- 
ums so deposited can be deducted up 
to 15 percent of the net income in the 
computation of the federal income tax. 
es ¢ 
16. Make the Curves Parallel to Each 
Other. It is, of course, desirable to 
make the possible curve of earning 
power parallel the curve of premium de- 
posit. This would seem to be eco- 
nomically impossible as it is the usual 
thing for a man’s responsibilities to be 
heaviest when he is young and his earn- 
ing power is lowest. This can be done 
to some degree by using term insurance 
when absolutely necessary, remember- 
ing that under normal conditions your 
man will earn more five or ten years 
from today and be better able to make 
the normal deposit. 
2 
17. Characteristics of Your Client. 
You are dealing with human nature and 


should, therefore, know and _ consider 
every characteristic of your client’s na 
ture. Is he thrifty or a spender? Is 


he selfish? What are his hobbies? Do 
you know of any experience he has had 
which you can capitalize? 

ea & 

18. Mortgage on Home. This may 
be considered under the heading of cash 
lump sum and provided for there or it 
may be assumed that the mortgage is 
to be continued, in which case, you will 
have to provide enough income to pay 
the interest. 

e 2 2 


19. Half a Loaf Is Better Than No 
Loaf at All. While it is true that in the 
younger ages it is mathematically im- 
possible to arrange the enactment of a 
complete program, you will do well to 
complete as much of it as you can now 
and the balance later. It is a fallacy 
to think or allow your client to think 
that because he cannot adopt all of 
your program, he will have none of it. 
Insist upon this when you present your 
program. 

S ei. e 


Measuring Rods.—In order to com- 
plete a program you must assume a few 
facts and approximations: 

(1) Assume that it will be necessary 
for your client to continue to live as at 
present minimum expenditures and get 
him to tell you that minimum amount 
including his own support. Then take 








Who Are Buying Insurance? 





The lists of buyers of life insurance 
policies of $10,000 or over compiled 
monthly by the Lincoln National Life 
shows a decided change this month over 
last. For the first time in the last three 
quarters, retail dealers lead the list, with, 
strangely enough, commercial travelers 
holding second place. Although these 
two occupations in normal times usually 
are rated as a strong source of large 
sized policies, for the past 18 months or 
so they have not often been listed near 
the top in Lincoln National analyses. 
The past month, however, found them 





again among the leaders. 

Third in this list came owners and 
managers of gas and oil companies, 
while officials and managers of banks 
and loan companies were fourth. Fifth 
place was held by commissioned of- 
ficers of the United States defensive 
forces. 

Other occupations ranking high in this 
list of big policy buyers were dentists, 
doctors, dairy farmers, laundry owners, 
wholesale dealers, editors, factory man- 
agers, and railroad civil engineers, the 
Lincoln National's report indicates. 











HOW A 


Millionaire Answers 
“My Wife Objects’’ 


Once in a while I find a wife that ob- 
jects to her husband buying life insur- 
ance. I also find that the reason for 
her objection is usually because she 
feels that it is an expenditure entirely 
for her own benefit. 

Wives do not always realize that life 
insurance is as much for the protection 
of the husband and family as it is for 
her. I am sure that if your wife were 
to become a widow she would certainly 
not object to receiving this income dur- 
ing the years to follow while she is be- 
coming used to getting along without 
your help 

I believe in talking matters over with 
my wife as I realize that we are part- 
ners in our expenditures as well as our 
income but if there ever was an excep- 
tion to this rule it should be with regard 
to your life insurance. This is the most 
important item for your consideration 
while you are here and can qualify for 
the protection. You are the only man 
on earth that can assure this to your 


family. If you could know what is 
really down in the bottom of every 
good woman's heart you would not 
hesitate one minute in doing your duty 
toward the one who is giving all she 
has for you and your family 

Let's show Mrs. Blank that you are 
man enough to look into the future and 
take care of this most important obli- 
gation while you can qualify—R. R 


Pfau, Travelers, Wenatchee, Wash 


two-thirds of this monthly income and 
provide it. 

(2) Assume the time and length of 
the critical period from a survey of the 
facts you have. Then provide the 
maximum income during this period. 


(3) Assume that between 10 and 20 
percent of an earned income should be 
saved. If you will in every case get 
the 10 percent then you will have ac- 
complished much. 

(4) Assume that the present earned 


income (less one-third) capitalized at 5 

percent equals the value of that life to 

the dependents. 
-_ we 

Order of, Correct Reasoning.—(1) 
What have you computed the value of 
that life to be in dollars? 

(2) How much more life insurance 
does he need to be able to die at par? 

(3) What is the amount of annual 
premium money which he can deposit 
in addition to his present outlay? 

(4) What types of contracts will best 
provide this increased capital today in 
consideration of the premium money 
available to use, his probable future 
earning power, and his character? 


Pittsburgh Addresses Printed 


The American Life Convention has 
printed in booklet form the addresses 
delivered at its annual meeting in Pitts- 
burgh. A number of the papers pre- 
sented at Pittsburgh were outstanding 
and there has been such a widespread 
demand for copies that it was decided 
to have the papers printed in booklet 
form. 
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stimulates imagination, inspires hope “ —— 
and ambition, = Pertinent Thoughts by 
There is space in the plan book for J 
4 4 4 reporting the agency accomplishments Paul Cook at Peoria 
for the past three years, with a detailed 
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Managerial Course Under Way 





The Penn Mutual's managerial course 
for general agents and assistants opened 
at the home office Nov. 9 and will close 
Nov. 25. E. Paul Huttinger, manager 
training department, is in charge, as- 
sisted by J. A. Preston and J. E. Gibbs, 
home office representatives, and by 
twelve field men, who have been using 
the agency building methods supplied by 
the company, and many of whom are 
graduates of the previous courses. 

J. Elliott Hall, general agent in New 
York, will conduct two periods, dealing 
with various mechanical forms of super- 
i employed in_ his 


vision successfully 
agency. 

I J. Johnson, Pittsburgh general 
agent, will deal with personal super- 
vision. 

E. R. Eckenrode, general agent at 


Harrisburg, Pa., will describe his meth- 
ods in supervising a large and scattered 
territory. 

Coaching on the Job 


J. T. Haviland, general agent at New- 
ark, will detail his methods of “Coach- 
ing on the Job.” 

W. S. Hale, general agent at Atlanta, 
will describe his method of analyzing 
manpower needs, and will demonstrate 
how he sells a prospective agent. 

Manuel Camps, Jr., general agent at 
Providence, R. I., has been successful 
in getting new men into production by 
the use of organized sales talks, and 





he will tell how he does it. 


H. W. Albright, general agent at Al- 
bany, will demonstrate his method of 
teaching organized sales talks to a new 
agent. 

P. O. Works, agency director in the 
Engelsman agency in New York, will 
lead the period devoted to handling es- 
tablished agents—how to coordinate 
conflicting personalities, and how to de- 
velop average salesmen into large pro- 
ducers. 

Demonstrations of teaching methods 
will be made by F. H. Meyer, city man- 
ager Bourne & Durham agency in Phila- 
delphia, and by E. A. Collett, Provi 
dence. 

“Selecting New Men” will be handled 
by L. G. Saunders, supervisor home of- 
fice agency. 


1932 Plan Book Gives View 
of Past, Sets Future Goal 





The plan book for 1932, arranged by 
the Life Insurance Sales Research Bu- 
reau, is designed to give the manager 
a comprehensive picture of his past ac- 
complishments and to plan for the de- 
velopment of each phase of his work 
in 1932, according to the management 
of the bureau. 

Use of the plan book, the bureau de- 
clares, enables the manager to set a 
goal and make definite plans for reach- 
ing it. Planning, the bureau points out, 


analysis of the 1931 results. The pro- 
gram for 1932 in actual and estimated 
performance is based on quarterly esti- 
mates and results. There is space for 
analysis of old and new organization. 
Plans for supervision of both old and 
new men may be indicated. The name 
of each member of the agency may be 
entered, with space for recording weak- 
nesses and plans for correction. 


Recruiting Plan Section 


In the recruiting plan section, the 
manager can determine the number of 
new men which he must bring into the 
agency to maintain his present produc- 
tion and the number necessary to in- 
crease production. A _ recruiting time 
schedule is provided. 

The manager can set down definite 
plans for improvement of his training 


program. Persistency is given atten- 
tion. A chart outlining the duties of a 
manager and giving a framework of 


agency management is included. 


Cashiers Visit Home Office 


Four cashiers from agencies of the 
Connecticut Mutual Life visited the 
home office the week of Nov. 2, being 
invited because of their outstanding 
work in conservation and office man- 
agement. The purpose of the visit is 
to make an inspection of the home of- 
fice and principally to study how 
cashiers may best serve the _ policy- 
holder especially through the conserva- 
tion of business. Three similar groups 
had previously visited the home office, 
and their success is responsible for the 
continuation of this idea. 

The members of the group are L. N. 
3evins, New York; H. H. Kail, Cleve- 
land; M. A. Lofter, Indianapolis, and 
J. L. Swanson, Des Moines. 





At the November meeting of the Life 
Underwriters Association of Peoria 
Paul W. Cook, agency instructor My. 
tual Benefit Life in Chicago, brought 
out some pertinent thoughts: 

“Life insurance selling is a study of 
life and of business. 

“If all the money which was lost ip 
the stock market was put into life jp. 
surance, every widow in the United 
States would have an estate of about 
$60,000 regardless of class or station ip 
life. 

“If a salesman does all the talking, jt 
is impossible ‘to direct the thought of 
the other man. 

“If a man has money he should take 
life insurance to protect it, and if a 
man hasn’t money, he should take life 
insurance to create it. 

“If it is worth five or $10,000 to a 
man to keep his business running for 
a couple of years at a loss, it is cer. 
tainly worth that much to keep going 
in order to make it all back and profit in 
the next five years. The man who wants 
to leave a monument to his business 
must have protection and a method of 
liquidating at his death. 

* * * 


“When business is good you can af- 
ford to buy life insurance. When 5usi- 
ness is bad, you can’t afford not to buy 
life insurance. 

“J. P. Morgan said that the reason 
he was able to make the fortune which 
he had made was that he thought in 
ten year periods. 

“Get a good idea and then express it 
so that you will get conviction in the 
other fellow’s mind. 

“Don’t talk too much; be a good lis- 
tener; and concentrate on your princi- 
pal objective and eliminate the things 
which detract from that objective.” 





it matures. 


experience past five years. 


Ten East Pearson Street 











SOMETHING NEW taar 1S NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 


Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 


Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 
Many other forms of Policies equally attractive. 


Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 
A Mutual Legal Reserve Life Insurance Company 





“9 Chicago 











—is a producer 


—is, of course, ing 


are extremely low 


Has over $135,000,000 in force. 


Illinois, North Carolina an 


FEITABLE. 


WE WANT 
AN 
UNUSUAL 
MAN 





An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


WHO 


—needs no financ- 


honest —is seeking oppor- 
—has three years of tunity 
experience —will WORK 


BUT 
WHO will accept Home Office help in the appointment of new 
Agents under him for whom he will not be responsible equate: 
and yet on whom he will receive overwriting Commissions as hig 
as $4 per thousand and long time Renewals. 


THE COMPANY—is rated "A" by Best. 


“ge 35 Ordinary Life Net Cost 
irst year per thousand $17.85) 
It writes all latest forms—Partic 
proved Family Income form; also Juvenile 


TERRITORY—The Company desires especially to develop Indiana, 
Texas. 


ASSISTANCE—Experienced field men to help the man selected 
to build a real agency in which the Renewals are NON-FOR- 


UNLESS you have no present connection, or 
you have a real reason for leaving your 
present connection and are not at fault 

self, we are not interested. Write fully about 
yourself. We will not communicate with 
references until after interview. 


The National Underwriter. 


—can organize 
—needs no drawing 
account or salary 


—needs no office 
expense 


Its rates for Insurance 


_—- only—including an im- 


your- 


Write T-74, 






































* A few of the Leading 
Agencies and Pro- 
ducers who use 


The Estate-O-Graph 


J. W. Bishop, Chattanooga, Tenn. 

DeForest Bowman, Chicago, Illinois. 

Earle W. Brailey, Cleveland, Ohio. 

H. L. Cantelon, Indianapolis, Ind. 

H. O. Claywell, Buenos Aires, Argen- 
tina. 

G. V. Cleary, Chicago, II. 

George Cowton, Grand Island, Nebr. 

Charles C. Dibble, Cleveland, Ohio. 

L. P. Good, San Diego, Cal. 

Clay W. Hamlin, Buffalo, N. Y. 

Samuel Heifetz, Chicago, IIl. 

Ives & Myrick, New York City. 

Alma D. Katz, Portland, Oregon. 

George E. Lackey, Oklahoma City. 

Rudolph LeBoy, Chicago, Ill. 

Wm. A. G. Linn, Lewistown, Pa. 

Moore & Summers, Boston, Mass. 

Joseph P. Mulder, Seattle, Wash. 

W. A. Peace, Toronto, Ontario, Canada. 

Rogers & Darling, Cedar Rapids, Iowa. 

Reuling & Williamson, Peoria, Ill. 

J. Newton Russell, Los Angeles, Cal. 

F. B. Schwentker, Phoenix, Ariz. 

L. A. Spencer, Youngstown, Ohio. 

Standart & Main, Denver, Colo. 

Raleigh R. Stotz, Grand Rapids, Mich. 

Frank L. Sveska, Omaha, Nebr. 

L. A. Thebaud, Buffalo, N. Y. 

C. T. Thurman, Richmond, Va. 

Edward A. Woods Company, Pitts- 
burgh. 


* * * 
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A STAR 


“In two cases particularly I was successful in 
securing over $60,000 of new business directly 
as a result of the issue regarding business agree- 
ments and investment insurance.’ —Bernard Vise, 
Imperial Life of Canada, Toronto, Ont. 


“We believe that The ESTATE-O-GRAPH has 
been one of the factors in maintaining this agency 
among the leading Agencies of the Mutual Life 
Insurance Company of New York.” — Alma D. 
Katz, Mutual Life of N. Y., Portland, Ore. 


“My 1930 business was 22% better than in 1929, 
and I am sure THE ESTATE-O-GRAPH has 
helped me to make it so.”"—Wm. A. G. Linn, 
Equitable of N. Y., Lewiston, Pa. 


These are typical comments received from fran- 
chise holders. They know that The Estate-O- 
Graph is a producer for them. 


Your Own Publication 


The Estate-O-Graph is a dignified picture publication 
to distribute to clients and prospects. It is beautifully 
printed by the Rotogravure process. It is your own 
publication: no name appears on it expect yours, which 
is prominently printed on the first page. 


It considers various phases of life insurance, one issue 
being devoted to Business Insurance, another to Monthly 
Income, Insurance for Young Men, etc. Except in the 
largest cities it is sold on the exclusive basis. 


The Estate-O-Graph pictures the benefits of Life In- 
surance at work. It demonstrates by means of carefully 
posed pictures what Life Insurance will do for the 
prospect and his family. 


You are immensely interested in Life Insurance; the 
prospect isn’t. You know a lot about it; he doesn’t. 
You see the opportunities for its use and the importance 
of its benefits; he doesn’t. The Estate-O-Graph serves 
to bring the prospect’s mind in accord with yours. 


Use the Estate-O-Graph to make and keep your pros- 
pects and clients “insurance-conscious.” The experience 
of others shows that it works. Outstanding producers 
use it, recommend it. Ask us for the name of a sub- 
scriber near you or the names of representatives of your 
company who are franchise holders. 





PRODUCER 


for STAR SALESMEN 


The Estate-O-Graph 
Portfolio 


This interesting portfolio (illustrated below) contains 
sample copies of one year’s issue and information re- 
garding the service. It is sent on approval on receipt 
of one dollar. If you reserve the franchise, the dollar 
is credited to your account; if you don’t you can returp 
the Portfolio and your money will be refunded. 


Find out whether the exclusive franchise for your city 
is available. Use the coupon below to order the Estate- 
O-Graph Portfolio. 





This is The Estate-O-Graph Portfolio containing sample copies of 
a@ year's issue, ond complete information regarding The Estate- 
O-Graph plan. 








The National Underwriter Company, 
175 W. Jackson Blvd., 
Chicago, Illinois. 

For the enclosed $1.00 (check or currency) please 
send me THE ESTATE-O-GRAPH Portfolio. If I 
order the service this dollar will be credited to my 
account; if not I may return the Portfolio and my 
money will be refunded. 
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Left: Wrigley 
Field, home of 
the Chicago 
Cubs. Here 
" thousands of 


baseball fans 















gather in season 





to cheer on the 





city ’s National 


League dia- Soldier Field, dedicaced in 1926, it 


mond heroes. 


“Play ball!” 







scene of many brilliant outdoor 
spectacles. Much football history 


Photo courtesy has been made here. Field Museum 
Chicago Daily News 
















appears in center background. ‘2 * 


| A City at Play 





RecrEATION is re-creation. Scene at Diversey Beach, Lincoln 


Park, on the near north side. 
Chicagoans go down to their “front 


Mind and body to perform efficiently require 


yard” for swimming and boating. ee 


rest and play. The well-organized city accepts 


| 
| 
| asa duty the making possible of these necessary 
| functions. Chicago aftords Chicagoans a host 
| of recreational advantages. Parks, playgrounds, 


athletic fields, tennis courts, golf courses, beaches 
| and bridle-paths are but a few. These facilities 
furnished by the city, plus privately operated 


amusements; allow Chicagoans ample oppor- 








tunity for fun and relaxation. And these privi- 

le es, be it known, are not neglected! Chicago 
g s g 

plays as Chicago works—hard, enthusiastically 





and intelligently. 


A quiet day on the beach. Some- 


tim es Chicago's beaches are crowded 





} 
| . oBte 

|] with nearly a quarter of a million 
} 


' people. 
ILLINOIS LIFE INSURANCE CO. 


| 
!] ILLINOIS LIFE BUILDING CHICAGO _ 1212 LAKE SHORE DRIVE 


Raymond W. Stevens, President A Good Place to Live 
A Good Place to Work 
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